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“Two's 


Company” 


For years The Mutual Life has been ad- 
vertising the advantages of having life 
insurance “keep company” with Social 
Security. We found that while few people 
really understand the benefits or limita- 
tions of their Social Security, almost all 
were eager to learn the facts. Once they 
do learn them, they understand better the 
importance of augmenting their Social 
Security with an adequate, long range life 
insurance program. 

On an average of once a week, a Mutual 
Life advertisement appears in one or an- 
other of six leading magazines. Each ad- 
vertisement offers a “Free Social Security 
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Booklet”. Each stresses The Mutual Life’s 
Insured Income method of coordinating 
life insurance with Social Security. 

Every month thousands of requests for 
Social Security material indicate the wide- 
spread interest in the subject. Now, with 
new legislation under discussion to ex- 
pand Social Security benefits and coverage, 
the Mutual Life message is particularly 
timely. 

Thus, Mutual Life advertising backs up 
the Mutual Life Field Underwriter in his 
efforts to teach the public how to get 
the most out of Social Security and life 


insurance. 


Our 2nd Century of Service 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


34 NASSAU STREET Suara, If fooome NEW YORK 5,N.Y¥. 
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Client needs $15,000 Life Insurance 


He is 30 and can afford only $125 annual premium 











Problem: 





How and where can he get 


$15,000 of Life insurance 
for only $125.00 a year? 


YOU can offer him a 
$5,000 basic Term Expectancy 
policy with The Travelers Triple Pro- 
tection Supplemental Agreement. If the 
client dies within the next 20 years, 
his family receives $15,000. 


TOTAL ANNUAL PREMIUM— $126.35 


The Travelers Insurance Company 


Hartford, Connecticut 
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Group Conversion 
Liberalization Is 
Debated at Seattle 


Industry Spokesmen Ask 
Commissioners to Stop 
and Get Second Wind 


The life committee meeting at Seattle 
during the N.A.I.C. convention was 
featured by inconclusive sparring be- 
tween industry representatives and 
Commission Harrington of Massachu- 
setts on the recommendation of the com- 
missioners subcommittee that the group 
life conversion privileges be changed so 
as to permit an employe who leaves his 
job or one who has been insured under 
a plan that is canceled to buy up to 
$4,000 individual insurance, including 
term cover, if he has been insured un- 
. der a group plan three years or longer. 
’ Presently the maximum individual in- 
surance that may be purchased is $2,000, 
the prior insured period is five years 
and term insurance is not available to 
him. 


Must Pay For Valuable Options 


Bruce Shepherd of Life Insurance 
Assn. of America said that forcing the 
insurers to give such valuable options 
is something that must be paid for. 
Few employes would benefit and they 
would get their advantage in a costly 
way because of the self selection situa- 
tion. He contended that there is no 
demand from employer or employe for 
such amendment, and he declared that 
if there were any such demand it would 
become vocal in these days of union 
negotiation for fringe benefits. To re- 
quire this feature would put group in- 
surance in an even more disadvantage- 
ous position competitively with self ad- 
: ministered plans, which pay no premium 

taxes and have no conversion privileges. 


Cost Is Debated 


Mr. Harrington referred to the esti- 
mates that had been made by C. C. Du- 
buar, New York department actuary, of 
the costs of providing these additional 
benefits. Mr. Shepherd ventured the 
opinion that the costs would turn out 
to be above the Dubuar estimates. 
_Mr. Harrington insisted that there 
1s a demand for such options, the evi- 
dence being that there has been a bill 
in the Massachussetts legislature for 
several years to compel it. Mr. Shep- 
herd said he doubted that this bill was 
evidence of demand. 

A. N. Guertin of American Life Con- 
vention remarked that the proposal 
would make compulsory something that 
is entirely permissible now. Why, he 
asked, hasn’t the benefit been provided 
voluntarily if there is a demand for it? 
Mr. Guertin said he has ascertained 
that this has not been provided in any 
contract and the companies say there is 
very little demand for it. Adding to 
the cost of group insurance is adding 
to the cost of all goods and services, he 
went on. Every frill that is added 
makes self insurance more advantageous. 
Usually when. such a departure as this 
is brought forward, it is because some 
company has been doing it and there 
has been some practical experience to 
g0 on, but here no company has been 
doing it. He vouchsafed that if a de- 

(CONTINUED ON PAGE 19) 
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Gorman, Anti-Trust 
Expert, Joins L.1.A. 


Manuel M. Gorman, special assistant 
to the United States attorney general, 
will become assist- 
ant counsel of the 
Life _ Insurance 
Assn. of America 
on July 18. He is 
relinquishing his 
post as chief of the 
litigation section of 
the anti-trust divi- 
sion of the depart- 
ment of justice. 

His appointment 
follows a decision 
by the association’s 
board at its De- 
cember meeting 





M. M. Gorman 


that an expert in 
anti-trust problems be added to the 
staff. His services will be available to 


all branches of the life industry. 

Mr. Gorman has been in anti-trust 
work since 1938, when he left private 
practice in New York City to join the 
anti-trust division of the department of 
justice. He has had broad experience in 
anti-trust cases and is familiar with gov- 
ernment policy on the enforcement of 
anti-trust laws. 

Among the cases on which he worked 
was the Southeastern Underwriters 
Assn. case. He engaged in the prepa- 
ration of the investigation and the pres- 
entation to the grand jury in Atlanta, 
argued it in court there, and in the Su- 
preme Court. He subsequently handled 
the justice department side of hearings 
on various insurance bills which culmi- 
nated in the enactment of public law 15. 

He graduated from Yale University, 
finished at Yale law school in 1936, 
and is a member of the Connecticut and 
New York bar associations. 





Taft to Speak at 
N.A.L.U. Convention 


Senator Robert A. Taft of Ohio will 
address the 60th annual convention of 
the National Assn. of Life Underwriters 
at Cincinnati, Sept. 16. He will appear 
as the feature speaker on the American 
College Hour, which will be presided 
over by Julian S. Myrick, retired vice- 
president of Mutual Life of New York, 
and chairman of the board of the col- 
lege. 

‘Dr. M. O. Ross, president of Butler 
University, will deliver the principal ad- 
dress at the conferment exercises of the 
American College and American C.L.U. 
Society, Sept. 14. Martin I. Scott, Los 
Angeles, president of the society, will 
preside at the dinner and Dr. S. S 
Huebner, president of the American 
College, will present the diplomas. 





Competitive Bidding Again 

WASHINGTON — The District of 
Columbia Public Utilities Commission 
is considering an application of the 
Washington Gas Light Co. for permis- 
sion to sell $2 million of bonds on a 
3% basis, half each to Aetna Life and 
Bankers Trust Co., New York. The 
commission was asked to waive the 
competitive bidding requirement so that 
the gas company could save an esti- 
mated $34,500. 

Representative Celler has been op- 
posing private sales of securities by 
utilities to life companies, and the D. C. 
commission has sustained his position 
in at least one instance. 

Robert C. Owens, gas company treas- 
urer, said he had tried to interest six 
firms in buying its bonds at 3%, but was 
unsuccessful with four of them. 


Commissioners 


Stick to Dec. 31 


Valuation Decision 


The final decision of N.A.I.C, at 
Seattle was to stand by the recommen- 
dation of the securities valuation com- 
mittee to require the use of Dec. 31 
quotations for securities, rather than 
Dec. 1 values that have been permitted 
in recent years. At the committee meet- 
ing several of the life insurance repre- 
sentatives pointed out that this would 
burden the companies that hold their 
annual meetings early in the year, be- 
cause the advance sheets would not be 
available until a later date from N.A.I.C., 
but the objections were only mildly 
pressed. 

A. T. Collier of John Hancock Mutual 
pointed out that his company’s annual 
meeting comes the second Monday in 
January. In the past the valuation fig- 
ures have been available Dec. 26 and 
this has given the company two weeks to 
complete its statement. Now the figures 
won’t be ready before Jan. 7 and the 
company will have only a few days to do 
the work. 


Delayed Statement Publications 


M, A. Ellis of Metropolitan Life said 
there had been criticism that insurance 
companies don’t get out their statements 
as soon as the banks do and that the 
later valuation date would tend even 
further to delay insurance statements. 
He suggested that this point be con- 
sidered in the light of the possible Con- 
gressional investigation of life insurance. 

Harrington of Massachusetts said the 
commissioners have no apprehension 
about the federal investigation. The 
only matter that has been mentioned as 
a subject for investigation that causes 
concern is the matter of private place- 
ment of securities and this problem the 
commissioners tackled two years ago 
with the result that a program has now 
been perfected that will satisfy anyone 
that supervision of private placements 
is being well done. He also emphasized 
that Dec. 31 is the statutory date for 
valuations in Massachusetts and other 
states and that Dec. 1 was permitted as 
a wartime measure. 

Alexander Query of Prudential said 
that the Dec. 31 date would require more 
overtime work in his company. James 
T. Phillips of New York Life said “We 
can manage” and this drew applause 
from the commissioners. 

Gough of New Jersey asked whether 
it would not be easier for companies to 
set ahead the dates of their annual 
meetings than for the states to retain the 
earlier valuation date. 





Jacobs U. S. Chamber 


Insurance Committee Head 


WASHINGTON — President Stein- 
kraus of U. S. Chamber of Commerce 
has named Carl N. Jacobs, president 
Hardware Mutual Casualty, who is di- 
rector of the chamber representing mu- 
tuals, chairman of its insurance com- 
mittee. Frank H. Thomas, president 
Fire Association, new chamber director 
for stock companies, and Laurence F. 
Lee, president Peninsular Life and Oc- 
cidental Life of N. C., who is chamber 
vice-president, are insurance committee 
vice-chairmen. 

New members assigned to the insur- 
ance committee by Mr. Steinkraus be- 
sides Mr. Thomas are Harold M. Stew- 
art, Prudential executive vice-president; 
Henry. S. Beers, Aetna Life vice-presi- 
dent; F. Frederick P. Champ, president 
Cache Valley Banking Co., Logan, 
Utah. A number of committee mem- 
bers were reappointed. 


N.A.L.C. Has Record 
of Accomplishment 
at Seattle Parley 


Finishing Touches Given 
to Important Projects—Chi- 
cago to Be Headquarters 


The Seattle convention of National 
Assn. of Insurance Commissioners was 
one at which defi- 
nitive action was 


taken on numerous 
important questions 
and thus is memo- 
rable for solid ac- 
complishments. 
Among the 
achievements was 
the decision to 
move the head, 
quarters office from 
Raleigh, N. C., to 
Chicago; the rati- 
fication of the pro- 
gram vastly to en- 
large the valuation 
of securities office at New York so as 
to provide effective state regulation of 
privately placed securities which now 
constitute 50% of the bond portfolio of 
life companies; the approval of a revised 
profit formula for fire insurance, and 
approval, albeit by divided vote, of a 
plan of action in connection with the 
long stalemated problem of fire insur- 
ance rating of multiple location contents 
risks. 
Ultimate in Entertainment 


This meeting will also go down as 
memorable in the degree of entertain- 
ments provided by the host city. The 
Seattle people utilized to the utmost 
their natural assets to entertain this 
highly traveled and feted and discrim- 
inating body of some 700 or 800 com- 
missioners, department personnel and 
camp followers. In the estimaticn of 
many this was the ultimate and from 
here on in it would be a mistake for 
host cities to compete in trying to outdo 
one another, although it is certain the 
Texans will insist on putting on a show 
for the December meeting at Galveston 
and Houston. The 1950 annual meeting 
goes to Quebec and it was decided at 
the Seattle meeting to accept the in- 
vitation of Commissioner Harrington of 





G. A. Bowles 





NEW OFFICERS ELECTED 
President—David A. Forbes, Michigan. 
Vice-president—W. Ellery Allyn, Con- 
necticut. 

Chairman executive committee — Frank 
Sullivan, Kansas. 

Secretary—George A. Bowles, Virginia. 

Members of executive committee—David 
B. Soule, Maine; Sterling Alexander, Iowa; 
W. A. Sullivan, Washington; Armand Har- 
ris, Minnesota; Bernard Stone, Nebraska; 
George B. Butler, Texas. 





Massachusetts to hold the 1951 June 
gathering at New Ocean House, Swamp- 
scott, Mass. 

One of the decisions that resulted in 
adverse action was against giving con- 
sideration to a_ resolution protesting 
the proposed Congressional investiga- 
tion of life insurance and of state regu- 
lation. At the first meeting of the 
executive committee at Seattle, the mat- 
ter of such a resolution was referred to 
the life insurance committee and senti- 
ment at the time seemed to favor a 
firm official stand against the program. 

(CONTINUED ON PAGE 20) 
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Penn Mutual Men 
Hear Sales Ideas 
at Eastern Meeting 


The eastern sectional conference of 
Penn Mutual Life was held at White 
Sulphur Springs with 150 members of 
the company’s Quarter Million Dollar 
Club present. Wallis Boileau, Jr., 2nd 
vice-president, was general chairman. 
Eric G. Johnson, vice-president, made 
the welcoming address. 

The first part of the session was de- 
voted to underwriting operations at the 
home office. Speakers were Malcolm 
Adam, vice-president in charge of un- 
derwriting; Dr. Robert L. Weaver, as- 


sociate medical director; John M. 
Huebner, assistant supervisor; and 
Aaron M. Royal, manager of field 


training. John A. Stevenson, president, 
spoke on “Our Company.” 

The second day E. Paul Huttinger, 
secretary, presided. Speakers included 
J. Harrie Hogan, Newark; William F. 
Lee, Philadelphia; Arthur L. Billings, 
Jr., Albany; Willis H. Satterthwaite, 
counsel, and William J. Probst, sales 
promotion manager. 


Panel of Top Producers 


The third day’s program had as pre- 
siding officer Urban F. Quirk, assistant 
vice-president, and featured a panel of 
top producers. Frederick Wright, Syra- 
cuse, was chairman. 

Arthur W. Swain, New York, told 
how he gets past the Monday bugaboo. 
“T began holding my service calls for 
Monday mornings, handling my paper 
work, anything that can put me in a 
man’s office the first thing on Monday 
morning, cleaning up these calls before 
the morning mail is touched. If service 
calls could be made Monday morning, 
why not sales calls? Starting every 
Thursday I begin making appointments 
for Monday morning. Instead of a 
washout, Monday has become a big 
help.” 

New ideas in selling prospects seldom 
thought of were given by Sidney E. 
Coleman, Philadelphia. He pointed to 
newspaper articles, such as those nam- 
ing recent ‘bank loans to purchase land 
for new development, saying that the 
man in the article should be called on 
with the idea to cover the loan. He told 
of one such man who had covered a 
third of the loan, the agent a year later 
obtaining applications totaling $400,000, 
a combination credit and key man cov- 
erage on two members of the firm. 

Stanley F. Transue, Bethlehem, told 
that on reviewing his business of last 
year he found that 52% of it was sold 
on small programs and 23% as key 
man insurance. He said: “In my office 
we give a great deal of service to old 
policyholders, who are the best sources 
of new business. We have definite plans, 
not only for the day but for the week 
or more in advance.” 

“The best all-around goal is to do as 
much programming as is humanly pos- 
sible,” Lloyd N. Grath, Philadelphia 
said. “If a program is properly com- 
pleted and sold it can be a source of 
many good referred leads as well as a 
source of additional insurance.” 


Combines Program, Package 


Robert W. Ebling, New York, ex- 
plained his method of combining the 
advantages of programming with pack- 
age presentation. He thinks it impor- 
tant to point out to his prospect that 
an idea might basically be a good and 
sound one but not at all suitable for 
him. He tries to get the prospect to 
qualify for any plan by being medically 
examined. He says “Let me make you 
this suggestion. Let’s see if you can 
qualify for this plan and if you do I'll 
bring it back to you in black and white 
and if it does the things I’ve outlined 
here and, more important, fits into your 
overall financial plan, then we can do 
business.” After the panel, Harry O. 
Rasmussen, general agent at Newark, 
gave a breakdown of today’s life insur- 
ance markets. 


Lloyd President of 


Insurance Counsel 


L. Duncan Lloyd of Lord, Bissell & 
Kadyk, Chicago, was elected president 
of the International Assn. of Insurance 
Counsel at its annual meeting at Bret- 
ton Woods, N. H. He succeeds Ken- 
neth P. Grubb, Milwaukee. President- 
elect for 1950-51 is Wayne E. Stichter, 
Toledo, 

Francis W. Meyers, United States 
senator from Pennsylvania, discussed 
the legacy of world leadership in the 
principal address. Eugene M. Thoré, 
general counsel Life Insurance Assn. of 
America, whose talk was reported last 
week, discussed the significance of the 
intrusion of the federal government into 
the insurance business. 

Life men named as committee chair- 
men included T. DeWitt Dodson, Met- 
ropolitan Life, who heads the life com- 
mittee. 


U. S. Life Appoints Cronin 


United States Life has appointed Har- 
old J. Cronin agency assistant at the 
home office. He started with Connecti- 
cut Mutual 20 years ago under Peter 
M. Fraser, now president of the com- 
pany, who was then general agent in 
New York. He was assistant manager 
of a New York City ordinary agency 
of Prudential. He is a past president 
of the New York City Life Super- 
visors Assn. 





Canadian Actuaries Elect 


George Ryrie, North American Life, 
has ‘been elected president of Canadian 
Assn, of Actuaries. He succeeds J. Ross 
Gray, Canada Life. On the council are: 
R. C. Barnsley, Great-West Life; G. A. 
Cooke, Canada Life; G. G. Myer, Con- 
federation Life; and Lyall M. Sprung, 
Mutual Life, the new secretary-treas- 
urer. 
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Commentary 


While some underwriters do a splendid job of securing repeat 
business, others seem to assume that once a man has bought, 
he can no longer be regarded as a prospect. 


Yet every line of reasoning leads to the conclusion that your 
policyowner is your best prospect. He has indicated, by buy- 
ing from you, that he is sold on you and your company. He 
has indicated his understanding and appreciation of the bene- 
fits and advantages of life insurance. 


Your present policyowner is your Preferred Prospect. Now 
is a good time to examine carefully your skill and efficiency 
in prospecting among your policyowners. If you find that 
you are securing less than one repeat sale per year for four 
You will very likely find that 


extra sales are there waiting for you. 


Insurance in Force—$412,208,306—May 31, 1949 


Name Speakers for 
Federation Meeting 


Speakers have been announced for the 
annual meeting of Federation of Insur- 
ance Counsel at Highland Park, III. 
Aug. 8-10. 

Fletcher B. Coleman, vice-president in 
charge of claims for State Farm Mutual 
Automobile of Bloomington, will lead a 
round table discussion on permissive use 
of automobiles. John A. Appleman of 
Urbana, IIl., will discuss insurance and 
estate planning. John E. Beahn, vice- 
president of American Credit Indemnity, 
will talk on credit insurance, and Samuel 
M. Hollander, of Newark, will discuss 
liability of doctors. Other speakers will 
be John P. Hanna, associate manag- 
ing director of H. & A. Underwriters 
Conference, and Victor C. Gorton, vice- 
president and general counsel of All- 
state, whose subjects have not been an- 
nounced. 





Reception for Ferguson 


W. Henry Blohm, general agent of 
Provident Mutual Life at Cincinnati, 
and C. Vivian Anderson, Cincinnati, 
former N.A.L.U. president, were hosts 
at a reception held at Cleveland in 
honor of C. Gordon Ferguson, who 
was recently appointed general agent 
for Provident Mutual at Cleveland to 
succeed the late J. Ray Davis. A large 
group of Cleveland agents, managers 
and prominent life men attended. 





Insurance Equities Increase 


Securities and exchange commission 
reports that during the first quarter of 
1949, individual equities in insurance 
and pension reserves increased $1.4 bil- 
lion over the first quarter of 1948. There 
was an increase of $900 million in pri- 
vate life insurance, “continuing at about 
the same quarterly rates as previously.” 


PROSPECTS 








CUMMOUNWEALTH 


LIFE 


INSURANCE 


COMPANY 


LOUISVILLE 









= 


Commissioners 
Mum on the Rhode 


Island Issue 


The Rhode Island Ins. Co. situation 
was the subject of many whispered con- 
ferences during the N.A.I.C. conven- 
tion and of two or three executive ses- 
sions of the commissioners. It is un- 
destood that the commissioners had 
received a letter from the U. S. Depart- 
ment of Justice inquiring as to the sig- 
nificance of the explosions that have 
been heard since the time that Commis- 
sioner Downey of California secured a 
court order placing the California branch 
of Rhode Island in receivership. How- 
ever the commissioners were not ex- 
pressing alarm that this might represent 
another possible federal assault on state 
supervision. 

There was one conference called by 
Commissioner Bisson of Rhode Island 
for the officials of states in which Rhode 
Island is still licensed and from which 
Mr. Downey was excluded. At a sub- 
sequent session, it is understood that 
Superintendent Dineen related the cir- 
cumstances of the departure of Rhode 
Island from New York. There was 
discussion of the publicity that has been 
emanating from Rhode Island Ins. Co. 
and some of the leaders expressed dis- 
pleasure at the continued agitation of 
the issue through press releases and 
through letters and pamphlets to the 
commissioners. The line that most of 
the commissioners agreed to follow, it 
is said, is to keep silent until the con- 
vention examination of Rhode Island is 
completed. 


R. I. Delegation on Hand 


Rhode Island had a number of its 
legal and other representatives at Seat- 
tle, including, it is understood, Stewart 
B. Hopps, the chairman, although he 
kept out of general circulation. 

Commissioner Viehmann of Indiana 

was accompanied by Attorney General 
Emmet McMannamen and James 
Watson, assistant attorney general. In- 
diana is particularly interested because 
Mr. Viehmann endorsed the reinsurance 
of Pioneer. Equitable of Indiana by 
Rhode Island. 
At one of the general sessions an in- 
cident occurred that many erroneously 
linked to the Rhode Island-California 
dispute. This was when Commissioner 
Kavanaugh of Colorado took the ros- 
trum to say that in his years at these 
conventions he had spoken not more 
than 100 words, but that he was im- 
pelled at that time to speak out in warn- 
ing to other states against the practices 
of Commissioner Downey in sending 
unqualified examiners afield to saddle 
insurers with unnecessarily high exam- 
ination costs. He said California had 
sent three examiners to audit a very 
small Colorado company, that they had 
prolonged their stay and that this com- 
pany was saddled with $5,000 of ex- 
penses. 

Mr. Kavanaugh went on to speak in 
sharply uncomplimentary style of Mr. 
Downey. A few minutes later, on the 
motion of Thompson of Oregon, who 
has now become agency vice-president 
of West Coast Life, the association 
voted to expunge Mr. Kavanaugh’s re- 
marks from the record. It was thought 
at the time that this explosion was an 
outgrowth of the Rhode Island issue, 
but it turned out that it was not, that 
the Colorado company that had been 
examined was not part of the Rhode 
Island setup. Apparently at a break- 
fast session that morning of zone 6 
commissioners there had been an ex- 
change between Mr. Downey and Mr. 
Kavanaugh over a matter of N.A.I.C. 
internal politics and Mr. Kavanaugh’s 
blood pressure had been heated to the 
boiling point. 


Continue Canada Life Scale 


Canada Life of Toronto is continuing 
its current dividend scale. 
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California Adds 
§8-a-Day Hospital 
Benefifs fo U.C.D. 


Cost of New Program 
Estimated Between 
$15-30 Million 


The California legislature has passed, 
and Governor Warren has signed, a 
bill which adds $8 per day for 12 days 
hospital benefit for persons covered 
under the state cash sickness act. In 
addition, the waiting period is waived 
for anyone confined in the hospital. 
The new benefits are applicable on and 
after January 1, 1950. All voluntary 
plans, under the law, must provide this 
new hospital benefit or a greater one. 

It is yet an undecided question 
whether or not “hospital’’ as used in 
this new act means all of the kinds of 
places within the definition of the hos- 
pital licensing section, according to H. 
Harold Leavey, vice-president and gen- 
eral counsel of California Western 
States Life. There is also a conflict as 
to whether or not “physician” as used 
in the new act means only an M.D. or 
an osteopath as used in the medical 
practices act. 

A question arises as to whether or 
not under the bill the coverage does 
not extend to those cases of industrial 
accidents wherein the injured person is 
hospitalized. It is the conclusion of 
some that the industrially injured em- 
ploye will receive the benefits of the 
new U.C.D. section except for the 
period of time he is receiving cash 
benefits under workmen’s compensa- 
tion. Since there is a 7-day waiting 
period for weekly indemnity the U.C.D. 
act would cover the injured person dur- 
ing the first seven days and in addition 
he would be entitled to $8 per day even 


though the hospitalization was being 
furnished and paid for by the em- 


ployer or his workmen’s compensation 
carrier. 

The bill does not pay the new benefit 
as an indemmity for wage loss or as 
reimbursement for hospital expense in- 
curred, but gives the amount as a flat 
payment which coincides with the per- 
son’s hospitalization. Consequently the 
fact that the person is receiving free 
hospitalization either in a government 
or industrial hospital or that he is re- 
ceiving “regular wages” will not change 
his right to receive the new benefits. 
The same benefit is payable to workers 
without relation to the weekly amount 
of disability payments that they might 
be entitled to. The worker entitled to 
$10 per week disability benefits under 
the act would receive the same _ hos- 
pitalization benefit payment as_ the 
worker entitled to $25 or more per 


' week, 


Problems for Group Writers 


Important administrative problems are 
put before every U.C.D. group disabil- 
ity writer. The new act will necessitate 
the revamping of practically every pri- 
vate or voluntary plan under the U.C.D. 
act and probably the revamping of most 
group hospitalization cases including 
those written by Blue Cross. Some 
have even suggested that the act may 
greatly reduce the volume of writing 
which Blue Cross is able to retain. As 
to any Blue Cross or other group hos- 
pitalization case which is terminated, it 
will, undoubtedly, bring about the can- 
cellation of coverage for dependents. 
Such dependents probably will not be 
able to obtain hospital coverage in any 
Other way. 

The amendment to the act was 
brought about by a determined effort 

(CONTINUED ON PAGE 19) 
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Topflight Speakers 
at Illinois Clinic 


Illinois University has completed the 
program for its second annual advanced 
underwriting clinic on business insur- 
ance, at Urbana, Aug. 9-12. Solomon 
Huber, general agent of Mutual Ben- 
efit Life at New York, will discuss sales 
techniques for corporation insurance; 
Paul Cook, Mutual Benefit, Chicago, 
keyman; Arthur Priebe, Farm Mutual, 
Rockford, partnership, and Rigdon 
Robb, Northwestern Mutual, Chicago, 
sole proprietors. 

These speakers are in addition to R. 
W. Hilgedag, Indianapolis estate and 
taxation attorney; Delmar Olson, vice- 
president and general counsel Mutual 
Trust Life, Chicago; E. H.- White, 
R. & R., author of a recent book on 
business insurance, and Robert Girk, In- 
dianapolis estate-planning attorney and 
lecturer on the Purdue staff. 

The program will also include release 
by Dr. R. I. Mehr, head of the insur- 
ance curriculum of the university, of the 
findings of a marketing survey on busi- 
ness insurance conducted last fall by the 
school. Other participants are Frank 
Toombs, Research Institute of America, 
who will discuss tax planning in busi- 
ness insurance, and Dr. Frank Beach, 
member of the university staff, former 
agent, and author of a college text on 
salesmanship. 

The clinic will also feature round- 
table discussions headed by the various 
speakers, according to R. W. Osler, 
Rough Notes, clinic chairman. The clinic 
is under the direction of Dr. E. 
Strong, director of the university’s busi- 
ness Management services division. 


Non-Medical Limits Raised 


Non-medical limits in Equitable So- 
ciety have been increased from $5,000 to 
$10,000, primarily ‘because of an increase 
in medical examiners’ fees. 





Big Three 








Malone of Pennsylvania, Larson of Flor- 
ida, and Dineen of New York, talk it over 
at the annual N.A.I.C. meeting. This pho- 
tograph was taken by Harry H. Fuller, vice- 
president and secretary of Zurich Life. 





Impetus Given to 
Licensing Law Move 


A proposed uniform non-resident agent 
and broker licensing bill for property 
and liability lines was submitted at 
the Seattle N.A.I.C. convention by a 
laws and legislation subcommittee head- 
ed by Jackson of Missouri. The action 
was to refer the project to a subcom- 
mittee for further consideration and to 
report back at the December meeting. 

Also included in the report was a rec- 
ommendation that study be made of a 
uniform law for licensing of resident 
agents and brokers. This includes life 
as well as property insurance. James 
Hallett, counsel of National Assn. of 
Life Underwriters, pledged the support 
of his organization to the latter project. 
N.A.L.U. desires uniformity, he said. 
Presently, he declared, less than one-half 
of the states have examination require- 
ments for licensing. 








case. 


mittent fever. 


His comrade who 








Two Forty-Niners 


The centennial of the 49ers of California reminds us 
of a case the Penn Mutual wrote in 1849, the Wallace 


The agent in Pittsburgh wrote to the Home Office 
asking for special rates and saying of the prospect that 
“he appears like a rattling, restless, careless fellow 
ready for enterprise and ’bound to go to California.’ ”’ 
The prospect was insured for $1,000 and duly arrived 
in California where within a year he died of inter- 


buried him there 
Valley was the El Calde of that place, and in writing 
to the company to provide evidence for the claim he 
wrote: “I have concluded to remain in this country until 
I make a fortune of it here, and if perseverance and 
industry can obtain it it is mine.” 


Whether or not the El] Calde made his fortune we do 
not know, but the determination and adventurous spirit 
of the two men, the one who died and the one who con- 
tinued, were characteristic of a period which opened 
the West and built up the Coast so that it is what it is 
today when the centennial is being celebrated. 


THE PENN MUTUAL LIFE INSURANCE CO. 
poses erase 


INDEPENDENCE SQUARE, PHILADELPHIA 


in Greenwood 














Provisions Question 
To be Pursued 


Chicago Gathering in 
Fall is Decided on at 
Seattle Convention 


The A. & H. committee of N.A.I.C. 
decided at the Seattle meeting to sched- 
ule a gathering at Chicago this fall to 
wrestle further with standard provisions 
legislation. At Seattle, an industry 
group, headed by Jarvis Farley of Mas- 
sachusetts Indemnity, lodged objection 
to the latest* version of the suggested 
standard provisions bill on the score 
that it requires approval of the policy in 
the state where issued as well as the 
state where delivered without any pro- 
vision for reconciling any differences in 
verdicts of the two states; also because 
the use of exclusion riders would be 
barred after the issuance of the policy, 
and again because it would require cer- 
tain endorsements to be signed by the 
assured whereas the Official Guide re- 
quires only that riders be signed. 

Downey of California asserted that 
what is needed is a meeting of several 
days duration at which everyone could 
have his say and prior to which any 
proposals to be considered should be 
circulated. 

Stone of Nebraska brought up the 
question of the commission data that 
is required in the new loss experience 
exhibit by policy form which was re- 
quired to be filed by July 1. He said 
the commission data that is given is 
valueless because it embraces both first 
year and renewal payments and the 
averages in the aggregate serves no pur- 
pose. He contended that this is a loss 
experience exhibit and the commission 
question doesn’t belong in it. How- 
ever the final decision was to get the 
blanks committee to require a_break- 
down in the future as between first year 
and renewal commissions. This was 
done and ratified by the association. 


Policy Approval Problem 


Russell Matthias of Ekern, Meyers & 
Matthias, Chicago attorneys, said that 
numerous companies had been unable 
to get policies approved in line with the 
third version of the Official Guide by 
the deadline of July 1 and he sug- 
gested that the commissioners make 
concessions in hardship cases. Mr. Stone, 
however, said the companies have had 
plenty of time. Mr. Matthias said that 
Nebraska is prompt in acting on policy 
filings but in some states there is no 
provision that a policy must be approved 
or rejected within 30 days of filing. 

J. F. Follmann of Bureau of A. & H. 
Underwriters declared that companies 
are having sincere trouble in meeting 
the deadline. They put off revision of 
the policies to conform to the Official 
Guide, because they were faced with the 
possibility of enactment of standard 
provisions legislation and a minimum 
benefit law, and if they should be faced 
with such requirements they wanted 
to be able to make the revision in one 
stroke rather than piecemeal. 

The committee concluded 
was a matter to be dealt with 
individual basis by each state. 


Can’‘t Add Life Under Charter 


The Pennsylvania attorney - general 
has ruled that mutual casualty com- 
panies writing A. & can’t amend 
their charters to write life. A 1921 law 
permits such companies to change “pur- 
pose” but not class of insurance writ- 
ten. The legislature would have to act 
to permit the writing of life. Educators 
Mutual of Lancaster raised the question. 
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Linton Foresees 
No Early Depression 
Provident Mutual Holds 


West Coast Regional 
Meeting at Lake Tahoe 


Despite the present business reces- 
sion, there should be no deep depression 
in the immediate future, M. Albert Lin- 
ton, president of Provident Mutual, said 
in an address before the regional meet- 
ing of the company’s west coast agen- 
cies at Lake Tahoe, Col.: 

“The business recession has’ been 
cause by the fact that many products 
priced out of the market 


have been . 
through high costs of materials and 
labor. Until prices fall to the point 


where people can buy or where they 
believe prices have about reached bot- 
tom, the recession may continue. 


No Parallel With 1929 - 


“There is no parallel in today’s econ- 
omy with the situation in 1929. Private 
debts today are only 85% of national 
income whereas they were twice the 
Also, in 1929 
end of a long period of 


national income in 1929. 
we were at the 








; . A NOTABLE AND 
HAPPY APPOINTMENT. 


Early this year R & R an- 
nounced the appointment of Dr. 
E. H. White, LL.B. and C.L.U., 
as Director of the Advanced 
Underwriting Service Division. 
On March 1 Dr. White assumed 
his new post. The March, April, 
May, June and July issues of 
the Service are top proof that 
under his brilliant direction this 
unique Service ranks far above 
any other in the important fields 
of estate planning, business in- 
surance and taxation, which af- 
fect so vitally the work of the 
Career Life Underwriter. 


In celebration of our 35th anni- 
versary, we are offering inter- 
ested career life underwriters a 
bonus for inspecting the 
Advanced Underwriting Service. 
If your inspection of it does not 
cause you to feel that it should 
be a part of your working 
“equipment” you may keep the 
studies which we will send you 
as a bonus for looking over this 
valuable monthly Service. 


OUR 35TH ANNIVERSARY 
SPECIAL “NO MONEY DOWN” 
(PLUS BONUS FOR INSPEC- 
TION) OFFER EXPIRES JULY 
25 — SO WRITE TODAY FOR 
DESCRIPTIVE FOLDER COV- 
ERING THE ADVANCED 
UNDERWRITING SERVICE. 





PAUL SPEICHER 
cd Managing Editor 


“THE INSURANCE 
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expansion following the years of World 
War I. 

“There is a vast unsatisfied demand 
on the part of individuals and businesses 
for new things. 

“The life business should continue to 
be good, especially since the abnormally 
high birth rate of recent years has re- 
sulted in an excess population of about 
10 million children. Such excess popu- 
lation in the dependency years means a 
greater need of protection for the indi- 
vidual family.” 

C. Sumner Davis, director of agency 
department administration, conducted a 
seminar on prospecting through referred 
leads. Participating were William Pe- 
terson, general agent at Seattle; Dudley 
Clark, general agent at Portland; Rob- 
ert S. Albritton, Los Angeles; and Ed- 
win F. Bandey, Portland. 


Selling Younger Men 

Mr. Bandey said that practically all 
of his business came from reference 
sources. Some of the sources of re- 
ferred names which he uses are clients, 
friends, persons for whom _ insurance 
service is being rendered without possi- 
bility of sales, personnel managers, 
references mentioned in the application, 
persons who fail to buy, persons who 
are uninsurable. 

“Much of my business is written at 
night, with husband and wife present,” 
Mr. Albritton said. “I used to forget 
to ask for referred leads, so now I 
attach my blank referral card to’ my 
programming chart where both the 
prospect, his wife and I must see it.” 

Manager of Agencies Joe B. Long 
conducted a discussion on cultivating 
young prospects. His panel included 
Clifford M. Beery, general agent at Den- 
ver; Elwood T. Starbuck, general agent 
at San Francisco; Robert H. Joost, San 
Francisco, and George T. Blake, Oak- 
land. Henry Bossert, Jr., was chair- 
man. 


Prefers Younger Prospects 


Joost has had considerable success in 
soliciting service personnel. He believes 
that selling a homogeneous group of 
young men concentrated in a given 
geographical area has saved time and 
built prestige for him. 

Some of his reasons for preferring 
younger prospects are: they believe in 
the advantages of saving, they are proud 
of their life insurance holdings, they 
are not competitive-minded, they are 
healthy, they can purchase at low rates, 
they are not beset by other agents, an 
they are good clients for future busi- 
ness over the years. 

Mr. Long concluded wth a talk en- 
titled “The Death of a Salesman” in 
which he brought out some of the fac- 
tors which bring failure to the agent. 
Three of these, which are not always 
apparent, involve lack of self motivation, 
competitive-mindedness, and emphasis 
on volume rather than quality of busi- 
ness. 

Discuss Business Insurance 

Members of the business insurance 
panel were Thomas A. Bradshaw, vice- 
president and general counsel; General 


Agent Peterson of Seattle; George N. 
Quigley, manager at Los Angeles; 
Harry W. Andrews, Tacoma, and 


L. Porter Hendricks, Los Angeles. Di- 
rector of education and training Nelson 
A. White was chairman. ; 

Mr. Hendricks discussed “Expanding 
Your Market Through the Small Busi- 
ness Man.” 

“The small business man-is usually 
willing to talk about business insur- 
ance more readily than about personal 
insurance,” he said. “His income is 
usually higher than that of the wage 
earner and he needs more insurance, 
both business and personal. If he is 
covinced that you have done a thorough 
job for him, he will help you expand 
your market by introducing you to 
others.” . 

Mr. Andrews stressed that in the busi- 
ness insurance field, knowledge is power. 

The meeting was concluded with a 
talk by Agency Vice-president James 
H. Cowles entitled “The Provident 
Story.” 


St. Louis Blue Cross Must 
Submit to Illinois Rule 


The Illinois attorney-general has 
ruled that the St. Louis Blue Cross plan, 
operated by Group Hospital Service, 
Inc., a Missouri corporation, must sub- 
mit to Illinois regulation if it is to op- 
erate legally in Illinois. The attorney- 
general’s opinion, issued at the request 
of Director Hershey, cited a court de- 
cision which says that foreign corpora- 
tions can not do business in Illinois 
under more favorable conditions than 
those prescribed for domestic corpora- 
tions. 

The St. Louis plan has more than 
100,000 members in Illinois and owed 
its unregulated operations to an unoffi- 
cial opinion issued 11 years ago by the 
attorney-general. At that time there 
was no statute requiring it to qualify. 
Since 1943, non-profit hospital service 
plans in Illinois have been under a cor- 
poration act which was adopted then. 
Competition in the downstate area be- 
tween the St. Louis and Chicago Blue 
Cross plans has been very severe. 

Director Hershey of Illinois called on 
the St. Louis organization to comply 
with the statutes and rules and regula- 
tions pertaining to non-profit hospital 
service corporations. Mr. Hershey re- 
quested representatives of Group Hos- 
pital Service Corporation to be present 
at a conference at the insurance depart- 
ment July 11. 

Elmer F. Nester, executive director of 
the organization, has announced that it 
is ready to comply with all of the legal 
requirements of the Illinois department. 
There are numerous charges that the 
issue is a shield to enable Chicago Blue 
Cross to compete more actively in the 
area. 





George H. Johnston, Jr., has been ap- 
pointed assistant manager of the life 
department of Chas. F. Joyce Co., Buf- 
falo general agents of Continental As- 
surance. 


Franklin Opens 
Washington Push 


Franklin Life has named Ben W. 
Friesen, regicnal manager for Washing- 
ton and northern Idaho. He will head- 
quarter at Spokane. 

Mr. Friesen entered the industry in 
1941 as an agent with the California- 
Western States in Tacoma. The follow- 
ing year he was promoted to unit man- 
ager there. In 1943 he was assigned to 
the Spokane agency of that company 
and as manager directed the agency from 
$500,000 volume in 1943 to $4,500,000 
annual volume from 1946 on. He has 
been a member of the Leading Produc- 
ers Club of California Western States 
since 1941. He is vice-president of the 
Spokane Managers and General Agents 
Assn, and chairman of the L. U. T. C. 
committee at Spokane. 

Named as general agent in Spokane 
is Lloyd R. Moss, formerly with North- 
ern Life of Seattle. 

He graduated from Washington State 
College in 1928 and then taught public 
school music. He entered life insurance 
field in 1932 with Provident Mutual 
in Ellensburg. In 1935 he moved to 
Yakima and developed an outstanding 
agency organization there as district 
manager for Northern Life. In 


1948 he returned to personal production 


for Northern Life in Spokane. 

Harley E. Michaelis is the general 
agent in Walla Walla. Mr. Michaelis 
graduated from Whitman College in 
1945. He served as a navy officer. He 
entered the insurance field with the 
California-Western States at Spokane. 
Mr. Michaelis was recently elected 
president of the Walla Walla Assn. of 
Life Underwriters. 





Mutual Life has made a loan of $800,- 
000 against 10-year 4% notes to Heller 
Brothers Co. of Ohio, manufacturers of 
files, tools, rasps and steel. 
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CLY M-Miblen 
—_ 


Think — be silent — and let the man 


you are attempting to influence think 


Clifford L. McMillen 
347 Madison Ave. 
New York 17, N. Y. 


No. 25 of a series —No. 24 appeared last week. 
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Lincoln National 
Holds Regional 
Meeting at Detroit 


The third and largest of Lincoln Na- 
tional’s 1949 regional conventions was 
held at Detroit July 6-8 with about 225 
representatives and home office officials 
attending. 

Cecil F. Cross, vice-president and 
manager of agencies, opened the 
Wednesday session as presiding officer, 
with words of welcome and congratula- 
tions to the company’s star salesmen. 
Second speaker was G. M. Graham, 
medical director, who told how “Under- 
writing Keeps Pace.” Dr. Graham 
showed how the development of med- 
ical science has contributed to the ex- 
pansion of the life business, and he dis- 
cussed Lincoln National’s mortality 
studies which, he said, are resulting in 
a general trend toward further liberaliza- 
tion in underwriting practices. C. J. 
Cover, assistant general counsel, spoke 
on “Business Insurance—a Discussion 
of Methods.” He presented and dis- 
cussed two new forms prepared for the 
use of Lincoln National agents in the 
solicitation of partnership and stock pur- 
chase cases. 


Get Acquainted Breakfast 


At a get-acquainted breakfast for the 
ladies, Dr. L. A. Warren, director of 
the Lincoln National Foundation, talked 
on “Women Who Influenced Lincoln.” 
He showed how Lincoln’s mother, sister, 
stepmother, and wife had contributed to 
Lincoln’s character and success. 

W. T. Plogsterth, director of field 
service, presided at another business 
session and introduced Victor K. Miller, 
associate general agent at Columbus, 
Ohio, who talked about “The Money 
Plan, a Method of Operation.” Earl G. 
Schwalm, trust officer of the Lincoln 
National Bank & Trust Co. Fort 
Wayne, discussed “Using a Set Presen- 
tation.” He explained the type of pres- 
entations used by trust officers and 
brought out how such a presentation fre- 
quently uncovers a need for life in- 
surance. 

Final speaker at the session was Ru- 
dolf L. Leitman, Detroit agent of New 
York Life, whose subject was “De- 
bunking the Million Dollar Producer.” 

At a third meeting, Arthur H. Motley, 
president of Parade Publication, Inc., de- 
livered an address on “Use It or Lose 
It.’ Dr. Warren talked on “Vitalizing 
Our Slogan,” and pointed out that Abra- 
ham Lincoln’s most notable character- 
istics were integrity, humanity, and ca- 
pacity for growth, and he showed how 
these qualities give meaning to the com- 
pany’s slogan, “Its Name Indicates Its 
Character.” 


Pass Group Bill in Ill. 


The Illinois legislature has passed and 
sent to Governor Stevenson a bill per- 
mitting employers of 25 persons and less 
to band together to obtain group life 
Insurance. This is a measure that has 
been strenuously opposed by the IIli- 
nois Assn. of Life Underwriters and 
some group writing companies. It is 
believed. they will urge the governor 
not to sign the measure. The opponents 
claim that the law would not. provide 
good underwriting because it would be 
easy for bad risks to be accepted. An- 
other argument is that such selling is 
an encroachment upon the right of an 
agent to solicit an individual for busi- 
ness. The major proponent of the bill 
was Continental Assurance. 

The legislature also approved the un- 
authorized service of process bill and 
that is before the governor, as is a li- 
censing act for agents and brokers bring- 
ing licensing under the insurance code. 


Lowers Annuity Rates 


Massachusetts Mutual has adopted 
lower group annuity rates and is now 
using those based on the 1937 standard 
annuity table, with ages set back one 
year, interest at 214%. 


XUM 


Pa. Booms Emerick 
for N.A.L.U. Trustee 


A state-wide committee has been or- 
ganized by Pennsylvania agents to pro- 
mote the candidacy of Winston P. Em- 





WINSTON P. EMERICK 


erick, New England Mutual agent at 
Johnstown, for election as trustee of 
National Assn. of Life Underwriters. 
He is a past president of his local and 
state associations. The committee is 
headed by State Senator George N. 
Wade, general agent of Ohio National 
Life at Harrisburg. 

Assisting Mr. Wade as co-chairman 
are three past presidents of the state 
association: L, V. Drury, Philadelphia, 
manager of Sun Life of Canada; Calvin 
J. Frey, Erie, manager of Mutual Life, 
and Norbert H. Weidner, Pittsburgh, 
manager of the western Pennsylvania 
department of Reliance Life. 

Mr. Emerick entered the business in 
1934 and has been an earnest associa- 
tion worker. He was president of the 
Johnstown Assn. of Life Underwriters 
in 1942. 

He devoted considerable time to the 
state association and in 1945 he was 
elected to the executive committee. He 
served two terms as vice-president be- 
fore his election to the presidency. He 
has served on several N.A.L.U. com- 
mittees and is currently a member of 
the speakers bureau committee and the 
committee on public information. 

He played two seasons with the Chi- 
cago White Sox, giving up baseball to 
take a job with the Chase National Bank 
of New York before he entered life in- 
surance. 


Urges Doctors to Give 
Assist to Insurance 


Colorado Assn. of A. & H. Under- 
writers heard a talk by D. M. Talia- 
ferro, superintendent of the Denver 
Children’s Hospital. He discussed pri- 
vate coverage vs. Blue Cross and stated 
his hospital discontinued Blue Cross be- 
cause of poor service. He proposed that 
the A. & H. men concern themselves 
with a public relations program in 
bringing to the attention of hospitals 
the excellent servce performed by pri- 
vate insurers. He said the doctors and 
hospitals are fighting socialized medi- 
cine nationally but at home are doing 
little or nothing to keep the insurance 
business from being socialized. 








Indianapolis Assn. Elects 


Lloyd S. Wright, Lincoln National, 
was named president of the Indian- 
apolis General Agents and Managers 
Assn. Others named were’ Easley 
Blackwood, Metropolitan, vice-presi- 
dent; Paul Speicher, R. & R., secretary, 
and H. F. Sloan, Occidental, treasurer. 
The activities of the year were re- 
viewed at the meeting. 





Wis. Expense Limitation 
Statute Is Liberalized 


Gov. Rennebohm of Wisconsin has 
signed the bill to make the Wisconsin 
expense limitation statute correspond 
to section 213 of the New York law. 
This gives the smaller companies 50% 
additional margin. The margin is grad- 
uated downward so that any company 
with more than $1 biliion in force en- 
joy no additional latitude. 

Gov. Rennebohm has also signed the 
life agents qualification measure. 


Michiganders Hail Forbes 


Michigan insurance interests are plan- 
ning to hold a triumphal dinner at De- 
troit Aug. 18 for Commissioner David 
A. Forbes, who was elected president of 
National Assn. of Insurance Commis- 
sioners at Seattle last week. Walter E. 
Otto, president of Michigan Mutual Lia- 
bility, is in charge. 

At Seattle the Michigan group gave a 
cocktail party and dinner for Mr. 
Forbes. The companies represented 
were Standard Accident, Michigan Mu- 
tual Liability, Detroit Auto Club, Fed- 
eral Life & Casualty, Michigan Hospital 
Service, State Accident Fund. Also 
present were Russell Bradley of Ann 





Arbor, president, and W. O. Hildebrand, 
manager of Michigan Assn. of Insur- 
ance Agents, and David Marantette and 
M. F. McCaffrey, Detroit local agents, 
and A. A. Tonsaw, Sun Life of Canada, 
and John A. Tuck, Canadian Life In- 
surance Officers Assn. 

At the NAIC banquet at Seattle 
Mr. Forbes was presented with dozens 
of telegrams that were attached by 
string and fed to him in clothes line 
fashion. Those familiar with Michigan 
avays pretended to detect the fine Italian 
hand of Mr. Hildebrand here. 





Jonsson Advanced by Prudential 


Reuben L. Jonsson has been promot- 
ed to mortgage loan appraiser in Pru- 
dential’s intermountain branch office at 
Boise. 

Mr. Jonsson attended Utah State Ag- 
ricultural College and New York Uni- 
versity. He joined Prudential in 1931 
in Newark. In 1932 he was appointed 
mortgage loan inspector at Buffalo and 
transferred to Boise in 1946. 





James W. Rand has been appointed 
a special representative of Lincoln Na- 
tional Life for Washington and vicinity 
and will operate under the J. D. Marsh 
agency. Mr. Rand attended Boston 
College and served in the army. 








Incident or Catastrophe? 


Three months is an incident in a man’s business experience. 
Three years can be a catastrophe. After every known device 
has been used to test a new agent’s chances for success, we 
feel we owe him this additional safeguard—careful scrutiny 
of his activities during his early training. We call this 
function “secondary selection.” During this period, we look 
for hitherto unrevealed factors which may affect his future 
success. We analyze his activities to see what he can do 


. . what he wi 


do. Every possible assistance is given. 


If, however, it appears that his future success is doubtful 
due to causes which cannot be corrected through training, 


supervision, and counsel . . 


. he is advised frankly and 


sympathetically, “Up to now this has been an incident. 
Let’s not make it a catastrophe.” This friendly advice 
comes from the heart . . . for it’s his future that is im- 


portant... 


and life insurance is not always the ideal 


career for a man, regardless of his capabilities. 
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Methods of Mail Order 
A.&H. Regulation Analyzed 


An extremely comprehensive analysis 
of the general subject of regulation of 
mail order accident and health insurance, 
prepared by George H. Kline, insurance 
research analyst of the New York de- 
partment, was submitted to Nationaf 
Assn. of Insurance Commissioners at the 
Seattle meeting by Superintendent Di- 
neen of New York. Mr. Kline is now in 
Europe for the department. He took up 
all of the various proposals that had been 
advanced for handling the mail order 
problem, from both the constitutional 
and legal angle and from the standpoint 
of their applicability in practical opera- 
tion. There is also a summary of what 
has been done by the states in the way 


of regulation of A. & H. business gen- 
erally 

As an introductory feature, Mr. Kline 
takes up two advertisements of mail 
order insurers and then presents an 
analysis in three parallel columns 
headed: “The Advertisement Says’— 
“The Policy Reads” and “Actually.” 
He says that the bearer of such a policy 
could have discovered these facts by an 
examination of it but in most cases the 
policy is “put away” unread, or misread. 
“Failure of policyholders to examine and 
understand their contract is an expen- 
sive luxury in all cases; it is completely 
foolhardy when dealing with an un- 
licensed company, but is extensively in- 
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A philosophy 
that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 
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dulged in by informed and uninformed 
buyers, either through laziness, inability 
to comprehend the language of the con- 
tract, or through a sense of confidence 
in the integrity of their insurers,’ he 
said. 

Little Department Can Do 


As matters now stand, there is very 
little that the department can do about 
complaints on policies of this sort. The 
correspondence can be referred directly 
to the company concerned, the policy- 
holder may be told to write the com- 
missioner of the state of domicile of the 
insurer, or the department receiving the 
complaint may forward it directly to 
such insurer. He said the latter course 
is often followed, since it renders a 
certain amount of service to the policy- 
holder. 

Mr. Kline emphasizes that there is 
nothing inherently harmful or immoral 
in the sale of insurance by mail and that 
there are many mail order companies 
whose practices are highly commendable 
and comparable to those of the best 
authorized insurers. There are others, 
however, which are a disgrace to the 
business, he said. In his examination of 
proposals for regulation, he calls atten- 
tion throughout to the desirability of at 
least some degree of selectivity, so as 
not to harm the companies which are 
operating along proper lines. 


Characteristics of ‘“‘Bad Actors” 


Among the characteristics of compa- 
nies “which have earned general con- 
demnation” he lists: 

—Specialization in A, & H., hospitali- 
zation or (sometimes) life policies of an 
extremely limited type issued for small 
premiums, e.g., $1 per month, a penny a 
day, etc. 

=a lamboyant advertising which, if not 
actually fraudulent, is deceptive and mis- 
leading, aimed at the most gullible por- 
tions of the insurance buying public. 

—Financial resources inadequate for 
the volume or character of the business 
written. 

—Loss ratios so low and expense and 
profit ratios so high as to indicate an 
inferior product, although ratios of this 
type may also reflect exceptionally good 
underwriting or favorable economic con- 
ditions, 

—Sharp claim practices, e.g., refusal to 
answer or acknowledge claims, tender 
of “compromise” offers obviously not in 
accordance with the policy terms, undue 
reliance on technicalities written into 
complicated policies. 

—Avoidance of customary sales meth- 
ods (such as use of established agencies) 
and utilization of large scale direct mail 
campaigns. 

—Difficulty in securing operating and 
financial data concerning such insurers 
through reputable private insurance re- 
porting agencies. 


Amount Involved Is Small 


As a matter of fact, the amount of 
business involved in mail order opera- 
tions is apparently very small. Mr. Kline 
estimates that business written by mail 
order companies in 1947 amounted to 
only 6.4% of the individual A. & H. 
premiums for that year and probably 
much less than half of that was written 
by irresponsible insurers. He says the 
problem which these carriers create is 
out of all proportion to their number or 
the amount of business which they 
transact. 

He points out, also, that more exten- 
sive regulation will not automatically 
bring reform. “There are always some 
who will take the chance of getting 
caught and making their peace under 
any regulatory system. Their hope of 
reward 1s stimulated by existence of a 
certain ‘sucker’ element in the public 
who succeed in being fooled despite 
every governmental effort to protect 
them.” 

The problem is by no means a new 
one and has faced the insurance com- 
missioner since the 1880s when “a com- 
mittee on underground insurance” was 
appointed to deal with it. 

In a general discussion of the prob- 
lems involved, it is suggested that 
regulation of a prospective character 


would be the most desirable-as it would 
serve to prevent recurrences of the same 
practices by the same company at a 
tuture date. The remedy should be one 
which 
utilize on his own motion. To force the 
insurance commissioner to wait until a 
policyholder realizes that he has been 
defrauded will be to permit a fraudulent 
company to “milk” the public until such 
time. 

There have been proposals that the 
state make certain acts by an unauthor- 
ized insurer a felony under the criminal 
laws, but Mr. Kline finds a number of 
disadvantages in such proposal, includ- 
ing the question of extradition of an 
oftender, the slow and cumbersome pro- 
cedures under the criminal law and the 
fact that it is not selective. 

Proposals to require every mail order 
insurer to be licensed in every state 
where it is doing business, which have 
already been adopted in some states, 
Mr. Kline says, would appear to offer an 
efficient method of dealing with the 
problem. However, the method is not 
selective and would bring about the 
same protests that were raised against 
the Hobbs bills in Congress. 


Hard to Get Uniform Legislation 
Furthermore, he says, this method has 
the serious practical disadvantage of re- 
quiring the passage of what amounts to 
uniform state legislation regarding mail- 
order insurers. Experience has demon- 
strated that securing the adoption of any 
uniform law, no matter how meritorious, 
is a slow process. To make it workable, 
the plan must be adopted by the 48 
states and the District of Columbia. 
Failure of only one jurisdiction to pass 
the statute would be to offer a haven of 
refuge to those insurers which operate 


- objectionably. 


The bill for service of local process on 
unauthorized insurers, approved by 
N.A.I.C. at its meeting last December, 
and already adopted by a number of 
states, is characterized as a constructive 
approach to some aspects of the un- 
authorized insurer problem. Mr. Kline 
says it would virtually eliminate the 
present necessity for an insured to re- 
sort to distant forums for the purpose of 
asserting legal rights under policies 
issued by unauthorized insurers, but that 
the limitations of the act should be 
recognized. It does not meet the prob- 
lem of how to prevent irresponsible in- 
surers from continuing to issue policies 
by mail and to provide unduly restricted 
or inadequate coverage. Hypertechnical 
construction of policies, unnecessary re- 
strictions and exclusions and misleading 
advertising, as well as other devices 
favored by irresponsible insurers, are not 
covered by this particular act. 


Use of State Taxing Power 


Proposals’ to use the state taxing 
power, either by having the state place @ 
tax on premiums collected by unauthor- 
ized insurers, or levying a premium or 
other tax on residents of the state who 
purchase insurance from unauthorized 
insurers, are regarded as generally im- 
practical. An insurer might elect to con- 
tinue to do an unregulated business in 
the state and pay the tax. Such a deci- 
sion would afford revenue to the state, 
but would afford no protection -to its 
companies and, of necessity, be reflected 
by an increase in their rates, or a reduc- 
tion in coverage if the same profit ele- 
ment is continued. Taxation of the 
insured would really serve to increase 
the cost of his already inadequate cover- 
age and would have little or no effect 
on the operation of the companies, or 
the form of a coverage which they might 
see fit to give. 

Efforts to control advertising of un- 
authorized mail-order insurance within a 
state, either through a prohibition by 
state statutes or through cooperative 
agreement between the commissioner 
and the newspapers and radio stations, 
such as was worked out in Colorado, are 
regarded as having little effect, although 
the latter plan would appear to offer 
more possibilities. 

A new suggestion, on which there 
apparently has been very little discussion 
heretofore, but which Mr. Kline regards 

(CONTINUED ON PAGE 15) 
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Face Problem of 
Rate Regulation 
of Group Cover 


Allusion was made at the N.A.I.C. 
life committee meeting at Seattle to the 
conflict that has developed between life 
and casualty companies and even be- 
tween supervisory personnel in the same 
state On questions of group insurance 
rate regulation. Dineen of New York 
some time ago appointed an industry 
committee consisting of representatives 
of Liberty Mutual, Continental Casualty, 
Equitable Society, Aetna Life, Metro- 
politan Life and John Hancock Mutual 
to make suggestions on how to handle 
the matter of insurer premium reten- 
ally every member of the group sub- 
tions over and above the losses. Virtu- 
ally every member of the group sub- 
mitted his own plan and there were 
many differences. 

One of the problems comes about be- 
cause life companies are not able to guar- 
antee policy dividends, which in their way 
of cutting the cost to the pattern, whereas 
the practice of casualty companies is to 
use a sliding scale of premiums, which 
can be guaranteed. The supervisory offi- 
cials desire to have the whole premium 
set forth in the contract instead of by 
supplementary letter and to prevent 
competition from being keyed to the cir- 
cumstances of the case. It is under- 
stood Mr. Dineen may call a general 
hearing before long. 





Urges More Interest 
in College Teaching 


Insurance companies should encour- 
age insurance education in universities 
not only as a source of future em- 
ployes, but because it will create a wide 
group of insurance buyers who will un- 
derstand insurance, according to J. C. 
Pillion, professor of finance at Miami 
University, Oxford, O. People who un- 
derstand insurance and have the money 
will buy it, he says, adding that most 
of the opposition to insurance comes 
irom people who do not understand it. 
He believes that more attention should 
be paid to home office training to de- 
velop qualities of leadership similar to 
that being done for agents in the field. 

A problem facing general agents and 
home office training schools, he said, 
is the high mortality among the trainees 
of a company which has spent large 
sums of money building a training de- 
partment superior to its competitors. 
Some companies and general agents de- 
vote from six months to a year in train- 
ing agents and field men while others, 
who have spent nothing, have success- 
fully hired these men away at or near 
the end of their training program. This 
practice is so widespread that it is gen- 
erally known in the trade, he said, that 
certain companies have the best trained 
men and that it may be cheaper to hire 
these men away from the companies 
that trained them, rather than to have 
a training program of their own. 

The function of the university insur- 
ance training program is to limit itself 
to the background and broad principles 
of insurance, allowing the individual to 
work on ‘C.L.U. or C.P.C.U. studies. It 
is almost impossible for a university to 
get a person with sufficient knowledge 
of insurance and a successful field ex- 
perience to teach operating business 
techniques. 

He believes that school administrators 
must be convinced that more insurance 
courses are needed and that an expan- 
sion of them would be beneficial, not 
only to the insurance industry, but to 
the public at large. Finally, he believes 
that financial assistance should be 
tendered by the companies to increase 
the number of qualified insurance teach- 
ers and attract good men to that pro- 
Tession. 





Central Assurance of Ohio has intro- 
duced a new group policy on the non- 
Participating one year renewable term 
asis. 


XUM 


United States Life Names 
Smith at Washington, D. C. 


United States Life has appointed 
Frank K. Smith general agent at Wash- 
ington, D. C. The 
agency will be de- 
voted to building 
full time agency 
representation and 
will have brokerage 
facilities. * 

Appointed assist- 
ant director of 
agencies in 1947, 
Mr. Smith was later 
promoted to man- 
ager of the A. & H. 
division, where he 
had charge of sales, 
underwriting and 
claims. He has 22 
years of insurance experience, mainly 
in the A. & H. and group fields. 


seeanarneaappeccommernenaes “ — 


F. K. Smith 





Atlantic Life Surpasses 
$200 Million Milestone 


Atlantic Life passed the $200 million 
insurance in force mark during the 
month of June. Company representa- 
tives celebrating Atlantic Life’s 49th 
anniversary, produced more business last 
month than in any preceeding month 
since 1930. 

Insurance in force stood at $136 mil- 
lions in 1940. It grew to $200,254,620 as 
of June 30. Assets increased from the 
1940 figure of $33 million to more than 
$54 millions. 


Goodwin Retires As 
Connecticut Deputy 
HARTFORD—A career of 49 years 


in insurance was brought to an end on 
July 1 with the retirement of George 
Goodwin as deputy Connecticut com- 
missioner. He had been in office six 
years. 

Mr. Goodwin had completed 43 years 
in the insurance business before taking 
his job with the department. In 1900 
he joined the accident department of 
Aetna Life, remaining 12 years. Then 
he joined Connecticut General, becom- 
ing secretary of the accident department 
in 1932. 

He is a former chairman of the gov- 
erning committee of Bureau of A. & H. 
Underwriters and for several years was 
chairman of the bureau’s underwriting 
committee, 


L.LF.F. to Hold Elections 


The Life Insurance Field Force of 
America, agency organization spon- 
sored by Mrs. Nola E. Patterson, Reli- 
ance Life, Atlanta, will hold an organi- 
zation meeting, elect officers, adopt by- 
laws, and take other official actions at a 
meeting planned for Atlanta this fall. 

Nominees for president are G. Law- 
rence Salley, Equitable Society, Talla- 
hassee, and John H. Drummond, inde- 
pendent, Los Angeles. John A. Mitchell, 
Sun Life of Canada, has been nominated 
for secretary, and Louie L. Perry, John 
Hancock, Atlanta, for treasurer. 

Among the nominees for trustee are 
Ralph V. Hudnut, Massachusetts Mu- 
tual, New York City; Walter Hinz, 
Aetna Life, Seattle; and M. W. Kelly 
Kelso, Equitable Society, Pasadena. 

Mr. Salley, according to the July is- 
sue of “Reveille”, publication of which 
Mrs. Patterson is the éditor, was the 
originator of the idea to bring charges 
before the Atlanta office of the National 
Labor Relations Board stating, among 
other things, that the National Assn. 
of Life Underwriters is a company 
dominated union. 








Landgraf Oshkosh Manager 


Norbert C. Landgraf, assistant man- 
ager of Prudential’s Sheboygan office, 
has been named manager at Oshkosh, 
replacing P. Zimmer, recently ap- 
pointed director of agencies in regional 
headquarters in Milwaukee. 

Mr. Landgraf assumes charge at Osh- 








kosh after 14 years as assistant manager 
at Sheboygan. He became an agent 
there in 1930. He held every office in 
the Sheboygan Assn. of Life Underwrit- 
ers and is a past state director. 


Guardian Field Advisory 
Board Has 2nd Meeting 


Members of the field advisory board 
of Guardian Life held their second 
meeting of the year in New York City. 
Company policy and its operations as 
they affect the field organization were 
discussed by the seven-member board, 
meeting with company officers. 

Elmer Ojistad, manager at St. Paul, 
is chairman of the board, and James E. 
Bragg, manager of the Doremus-Bragg 
agency, New York City, is secretary. 
Other managers present were 
Wilkinson, Syracuse; Jack Warshauer, 
Brooklyn; Harry Ross, Jr., Boston; 
T. J. Miles, Tampa; and J. T. Peterson, 
St. Louis. 








Insurance Is Investment: Hollander 


Insurance has become synonymous 
with investments, Samuel M. Hollander, 
Newark attorney, said at a meeting of 
agents of Columbian Protective at Dix- 
ville Notch, N. H. It does not mean 





merely the provision of a certain sum 
in the event of the happening of a cer- 
tain contingency, he said. It means 
looking to the immediate future, not 
only to eventualities. Insurance, in the 
equation of economic security, equals 
savings and is not something to be con- 
sidered in a class with wills and codi- 
cils. 


E. Y. Duncanson Advanced 


Connecticut General Life has ap- 
pointed Earle Y. Duncanson assistant 
manager of its Madison avenue office 
at 50 East 42nd street, New York City. 
He started with the company at the 
home office in 1924. He became head 
of the A. & H. division of one of the 
offices and eventually assistant manager. 
He is a life member of the Million Dol- 
lar Round Table. 





Corinne Loomis, John Hancock, Bos- 
ton, presided over the annual conven- 
tion of the Altrusa International at 
Banff. Miss Loomis is president of the 
organization. 





The Atlanta office of Acacia Mutual 
Life held open house at its new office at 
602 -Western Union building. Wade B. 
Perry is manager. 
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“Get that crowbar away from Smedley, and explain what we 
mean by using door openers!” 


Bankerslifemen Have Good Door 
Openers Which They.Can Use 


Bankerslifemen have proved door openers in their available 
sales promotion materials and they know how to use them. 
That’s one reason that you will never find a Bankerslifeman 
contemplating the use of a crowbar to force his way in. 





Naturally the standing of the Bankers Life Company is a 
help to any Bankerslifeman as he seeks interviews, but he does 
not have to rely upon that alone. He has available to him field- 
tested promotion materials that have proved their effectiveness 
as door openers, and he has been trained in their use. Once 
inside, the Bankerslifeman knows what to do also as a result of 
thorough training and he has contracts to fit his prospects’ 


needs. 


This combination of good tools available and the knowledge 
of how to use them properly is one of the things that makes 
the typical Bankerslifeman the kind of life underwriter you 
like to know as a friend, fellow worker or competitor. 


Bankers /z/e COMPANY 
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Blue Cross Tells 
N.A.I.C. of Plans for 
Master Vehicle 


Blue Cross representatives appeared 
before the Seattle convention of N.A.I.C. 
to explain the program to set up an IlIli- 
nois stock company to provide hospitali- 
zation insurance for national accounts. 
The presentation was made by W. S., 
McNary, executive vice-president of 
Michigan Hospital Service. He _ ob- 
served that there are now 90 Blue Cross 
plans, each controlled locally and each 
with variations in benefits. This creates 
a complicated situation in dealing with 
large national accounts if uniformity is 
desired. To handle the cover without a 
coordinating vehicle may mean that as 
many as 50 local plans may be interested 
in a single national account. According- 
ly, he said, many employers that prefer 
Blue Cross have placed their business 
with other insurers. The Illinois com- 
pany, he declared, would collect the 
monthly premium and parcel it out to 
the individual Blue Cross units in 
amounts consistent with the rate of each 
unit. The local unit would take care of 
employes in its area, but the master in- 
surer would provide benefits in excess 
of those supplied by local insurers that 
did not measure up to those of the 
master contract. 

The Blue Cross delegation maintained 
headquarters at Seattle to answer indi- 
vidual questions and distribute literature. 

In answer to a question from Harring- 
ton of Massachusetts, Mr. McNary said 
that the master insurer will be operated 
on the non-profit principle. 


Peoria, Grand Rapids Promotions 


Louis N. Varnado, Jr., for two years 
southern regional manager in Pruden- 
tial’s ordinary agencies department has 
been appointed manager at Peoria suc- 
ceeding Willard A. Guerber who be- 
comes manager at Grand Rapids. 


Mr. Guerber joined Prudential in 1933 
and has served in both the industrial 
and ordinary sales divisions. He be- 
came the manager at Peoria in 1947. Mr. 
Varnado was a special agent and later 
assistant manager at Jackson, Miss. 


Lehane Exec. V.P. 
of Bankers L. & C. 


J. Lehane, who recently resigned 
as anne of Central Life of Illinois, 
has become executive vice-president of 

3ankers Life & Casualty. He will di- 
rect several expanding departments and 
administer others. Mr. Lehane was with 
Central Life of Illinois for 20 years, 
but through his association with Alfred 
MacArthur, Central Life president, and 
brother of Charles Mac Arthur, Bankers 
Life & Casualty president, is familiar 
with his new company. 

“T have been baby sitting for the 

3ankers for 20 years,” Mr. Lehane said, 

“but it has grown to the point where it 
needs me more than the Central does.” 
He is a native of Saskatchewan, studied 
at the University of Manitoba, ‘and is a 
member of the Society of Actuaries. 


Aetna Trophies Awarded 


Aetna Life has awarded three “early 
bird” trophies for outstanding agency 
performance. Recipients of the awards 
are the W. T. Craig agency, Cincinnati; 
H. Horton Humphrey agency, Newark; 
and L. H. House agency, Utica. 


Joy M. Luidens, executive secretary 
of the Chicago Assn, of Life Under- 
writers, flew to Grand Rapids, Mich., t 
attend the wedding of her nephew, Rob- 
ert Luidens to Miss Harriett Smit of 
that city. 








Troy Davis, for seven years a mem- 
ber of the South Carolina legislature, 
has resigned that post to become field 
supervisor in the insurance department, 
a new job, created by the 1949 legis- 
lature. 











WASHINGTON IS A PROVIDENT STATE! 











Washington can boast of many diversified assets. Mount 
Ranier in all of her majesty; a great sea port; the fertile 
“Inland Empire” lying east of the Cascades, and the generous 


and spectacular endowment of nature, all these contribute to 


the state’s prosperity. 


But there is much more than a surprisingly complete and 
well rounded state. The state’s greatest wealth is its people— 


friendly, alert, courageous and full of vision. 
Like the people in other “Provident States” 
Montana, North Dakota, South Dakota and Minnesota—they 


symbolize the warm friendly spirit of the Provident. 


Your inquiry about an association with a friendly North- 


west company is invited. 





PROVIDENT 
LIFE INSURANCE 
Company 
BISMARCK, NORTH DAKOTA 


@ JOE DICKMAN e 
Agency Vice-President 


— Oregon, 

















Mutual Life Audits Services 
In Public Relations Step 





Mutual Life of New York has added 
a step to its public and policyholders 
relations program designed to check the 
company’s services and learn if the pro- 
cedures are being carried qut success- 
fully and to the complete satisfaction 
of policyholders. 

The program is called “auditing our 
services.” It has been in effect for a 
little over a year and has had consider- 
able success as an effective check on the 
policyholders views of company prac- 
tices enabling the company to change 
certain procedures or iron out wrinkles 
in policyholder service. The audit is 
made of every practice which involves 
direct home office contact with policy- 
holders and has also been applied to the 
field person-to-person contacts. 


Supplementary Procedure 


Designed to supplement home office 
and field thinking by questioning policy- 
holders as to their opinion of company 
procedures, the service audit carries the 
company’s public relations program one 
step further. It checks on service to 
policyholders and determines whether 
company practices are carried out in the 
way intended by the home office plan- 
ners and how they are received by 
policyholders. 

Each month a simple questionnaire is 
sent to a cross section of policyholders 
who have requested some specific serv- 
ice such as change of beneficiary, 
change in policy, and so forth. 


Sample Questions Asked 


For example, a policyholder is asked 
to answer yes or no to the question, 
“Was your recent request for the pay- 
mient of disability benefits handled to 
your complete satisfaction?” If the 
answer is no, the policyholder is asked 
to check a blank to indicate whether the 
service was too slow, whether it was in- 
accurate in any way, unfriendly or dis- 
courteous, was the printed form too 
complicated, or was the procedure too 
involved or difficult. Policyholders also 
are asked for comments or suggestions 
or criticisms for the improvement of 
services to them. 

Studies have been completed on fol- 
lowing subjects: 1948: March, change 
of beneficiary; April, reinstatement; 
May, lost policies and reduction in rat- 
ing; June, change in policies; July, age 
change or evidence of age; August, in- 
come settlements; September, assign- 
ments or release of assignments; Oc- 
tober, repayment of loans or loans in- 
creased; December, death benefits. This 
year the company has checked in Jan- 
uary, matured endowments; February, 
disability benefits; March, mode 
changes of premium payments and spe- 
cial premium changes; April, automatic 
premium loans, and in May, surrenders. 


How Questions Are Asked 


At the end of each month the names 
of the policyholders are assembled by 
the department concerned with the serv- 
ice being studied. Each working day 
10 names are set aside until approxi- 
mately 250 names have been accumu- 
lated. Frequently when the service be- 
ing studied would not involve that many 
policyholders, the questionnaire is sent 
to all those who have requested the 
service. In the first 14 months 2,450 
questionnaires were distributed, of 
which 1,001 or approximately 45% were 
answered. 

The service audit is not conducted 
with the idea in mind of changing estab- 
lished procedures for these have gener- 
ally been adopted after years of prac- 
tice and have been tried and proven to 
be successful. It is used to ferret out 
“bugs” which may develop in proced- 
ures because of changes. 

For example, the procedure followed 
on payment of matured endowments re- 
quires that the check be in the hands of 
the field office or agency several weeks 





before the date due for payment. The 

audit might disclose, however, that the 

check remained in an agency office for 

several weeks beyond the time when its 
was supposed to have been delivered. 

The payment procedure is good but 

the audit reveals the delay and correc- 
tive measures are taken. 

Or it may appear that a form required 
of the policyholder is confusing if a 
blanket form is used to cover all changes 
in policies. A study now underway may 
show that it would be wiser to devise 
one form for each specific type of policy 
change. 


Checking on Procedures 


Questions to be asked policyholders 
are formulated not only as the result of 
various trends in letters received from 
policyholders but also are based on the 
desire to check established procedures 
to see if they are functioning well. 
Established practices are also audited 
to determine how they are being re- 
ceived by the policyholders. An open 
mind is kept as to improvements and 
regular procedures may be amended if 
the audit indicates a change is needed. 


Conservation Plans 
Begin to Pay Off 


The ratio of policies lapsed or sur- 
rendered to the mean number in force 
during 1948 was 3.4%, according to the 
Institute of Life Insurance, a better 
record than in 1947. It was approxi- 
mately the same as the 1942 figure and 
lower than for any other year, exclud- 
ing 1943-46, when, all-time record lows 
were recorded. 

These figures vary from those of THE 
NATIONAL UNDERWRITER which show a 
1948 ratio of 2.94% As against 2.59% in 
1947, 2.15% in 1946 and 1.56% for 1945. 
The Institute uses data based on the 
number of policies lapsing, while THE 
NATIONAL UNDERWRITER figures are based 
on the volume of lapses and surrenders. 
The results are not contradictory. 


Slight Increases Reported 


An informal survey indicates that, 
for 1949, lapses and surrenders have 
not yet becomes a problem, although 
some companies report that they are 
increasing slightly. Few expect any 
serious increase for some time to come, 
but most companies are prepared for 
it. The principal reason for this belief 
is the improvement in selection and 
training of agents. Home office men 
and producers agree that if the coverage 
is properly sold in the first place, there 
is little likelihood of it lapsing. Over- 
selling a prospect is a danger, but it 
seldom approaches the problem of all 
agents, which is selling enough cover- 
age. 

Study Conservation Problem 


For some years, companies have been 
tackling the conservation problem at 
its source. All agents’ training manuals 
discuss it thoroughly and_ producers 
have been guided in the type of pros- 
pects they solicit. The national quality 
award has had its effect, also. 

Two ways to determine if a prospect 
is liable to lapse are: How are premiums 
paid?, and how much insurance is car- 
ried? 

The Guertin legislation and the CSO 
table are expected to discourage future 
lapses. It is still too early to determine 
what effect the surrender value changes 
will have, even though some policies 
now have them during the first policy 
year. 





George E. Lott has been named man- 
ager of Prudential’s district office 2 in 
Milwaukee to fill the vacancy created by 
the transfer of W. J. Emmeluth to Van 
Nuys, Calif. For the last three 
years he has been an assistant district 
manager at Milwaukee office 6. 
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OBSERVATIONS 





' Two Agencies Can Be a Crowd 


et ae ae 


- make 


_ war 


A company opening an additional 
agency in a city where another of its 
agencies is already established must 
perform the ticklish operation on a basis 
thoroughly satisfactory to and perfectly 
wnderstood by the head of the older 
agency if it wishes to avoid trouble 


for everyone concerned. This would 
seem self-evident. Still this observer 
has witnessed the degeneration of a 


hopeful new agency over the last few 
months that seems at least partly due to 
the suspicion with which the head of the 
older agency regarded his company and 
the new man in town. The established 
agency manager made an initial pre- 
text, accompanied by much blowing of 
trumpets, of welcoming the new agency 
as a boon to the town, etc., etc. After 
a brief and ardorless honeymoon, how- 
ever, the old boy let it be known in his 


/ casual conversation that the new boy 


was a species of fool and could never 
good. e poisoned the public 
and agents against the new man, who 
was having a hard enough times as a 
stranger in town. 

But lest the established manager ap- 
pear to be a thorough ogre, it is only 
fair to add that agency director of his 
company had not taken him into his 
confidence before appointing the new 
man. As a matter of fact, headquarters 
seemed to have the idea that throwing 
their two managers at each other in 
competition it would make them both 
stronger. In this case, the result was, 
quite the opposite held true. The new 
man failed to win enough confidence 
among agents or prospects to get 
started. The old man weakened him- 
self in the eyes of many who knew by 
his defamatory tactics. At least two 
agents from the new agency would have 
gone with the old agency on collapse of 
the new one, but they were lost ir- 
retrievably to the company. 





Calm Summer for Industry 


Unless the congressional investigation 
should begin to boil, this summer is 
scheduled to be a fairly calm one in the 
insurance world. If so, it will be the 
first one since the end of the war. A 
number of executives have indicated 
that they expect to use this summer for 
the first real long vacation they’ve had 
in 10 years. Since the end of the war 
activity has been fairly brisk with public 
law 15, the Guertin legislation and post- 
readjustment. Little activity is 


_ scheduled after the commissioners meet- 


ing, just concluded, until well into 


' the month of September. 





Views on Training Agents 


SPS 20. vee 


cP riing 





There appear to be two schools of 
thought on the problem of training new 
agents. Some companies are firmly con- 
vinced that the better way is to bring 
the recruits to the home office for a 
period of five or six weeks concentrated 
schooling and then return them to their 
agency with additional training being 
done there. Other companies feel that 
the way to do it is to train the trainers. 
In some companies the manager or as- 


sistant manager is given concentrated 


training at the home office and then he 
is required to train the new agents in 
his area. This on-the-spot training does 
not take the agent away from his home 
and is thought better suited to mold the 
agent's selling methods to his locale. 
Most companies seem to rely on regi- 
onal sales conferences to discuss ad- 
vanced sales techniques or newer and 
better ideas as they come along. All 
companies agree that training should 
never stop and the number of general 
agents and managers who are educators 
as lade constantly increases. _ 











a on Two Ill. aces 


Illinois department examiners have 
completed an examination of Pioneer 
-ife for Jan. 1, 1947 to Dec. 31, 1948. 
Assets were $683,711 and liabilities $561,- 


803 leaving a surplus of $121,968. The 
company writes life, accident and health, 
and hospitalization in Illinois, Missouri 
and Indiana. 

The examination of American Life of 
Chicago for July 1, 1944, to Nov. 30, 
1948, showed assets of $55,148 and liabil- 
ities of $44,494 for a surplus of $10,654. 
The company writes life and accident 
and health in Illinois. 





Pa. L.H.&A. Starts “Over the 
Counter” Claims Service 


Inauguration of a new “over the coun- 
ter” claim payment service was an- 
nounced by Pennsylvania Life Health & 
Accident at its annual managers’ con- 
vention. More than 70 managers and su- 
pervisors, representing district offices in 
Pennsylvania, Delaware, and Florida, at- 
tended the convention at the home of- 
fice in Philadelphia. The new, simplified 
claim service, which permits managers 
to make immediate payment of claims 
upon presentation, was described by 
John B. Mears, claims manager. New 
policy contracts were announced. 

A new group plan for employes was 
introduced by Renner Leupold, actuary, 
and a company savings plan by Max- 
well Kahaner, treasurer. A_ short 
course in salesmanship was given by 


George Irving, manager at Allentown. 
Prizes were awarded to the leaders in 
increase for hospitalization, health and 
accident, and life for 1948. 

An optimistic note for the balance. of 
1949 and the months to come was 
sounded by C. Alvin Kahaner, president. 





Test Suit on Mass Selling 
Filed by Texas Bank 


Houston Bank & Trust Co. has 
brought suit against the Texas board 
of insurance commissioners and Great 
Southern Life, to compel the commis- 
sioners to interpret the group insurance 
law so as to allow the selling of group 
insurance to trade organizations and to 
compel companies to accept members 
of trade organizations as groups. This 
raises the issue of the legality of mass 
selling in Texas. 





A_ $3 million mortgage loan by the 
Prudential will provide a major portion 
of the financing for a 15-story office 


building in Corpus Christi, Tex. The 
loan made to Sam E. Wilson, Corpus 


Christi oil operator and financier, boosts 
Prudential’s investments in Texas past 
the $125 million mark. Construction 
will start within three month. 


Ohio National Fieldmen's 
June Drive Honors Evans 


CINCINNATI—Ohio National field- 
men broke all company records in the 
third annual “June 
for John” cam- 
paign held in honor 
of John H. Evans, 
president, with well 
over $8,500,000 
new business. It 
also marked Mr. 
Evans’ 27th anni- 
versary with the 
company. The pre- 
vious monthly rec- 





ord of $8,421,000 
was established in 
the same month 
last year. Starting 


John H. Evans 
partment of Ohio National in 1922, Wr. 


in the actuarial de- 


Evans became actuary in 1924, vice- 
president in 1933, and executive vice- 
president in 1945 before his election as 
president. 





The Walter S. Payne general agency 
of Prudential at Los Angeles, broke all 
its previous records in May. For the 
first five months showed a 12% increase 
in ordinary. 





for advice. 








Thorny problems... 


are a specialty with Prudential representa- 
tives—clients and prospects who need help- 
ful life insurance service readily turn to them 


This willingness to tackle the tough ones, 
too, has given Prudential representatives a 
well-earned reputation for reliable and 
friendly service. The Prudential is proud of 
its representatives. It is proud, too, that 
more than 15,000 of them have been with 
the company for 5 years or more—proof 
that successful and secure careers are a very 


real part of Prudential life. 


THE 


HOME OFFICE, NEV/ARK, N. J. 





PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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EDITORIAL 


COMMENT 





Obtaining Merited Recognition 


Injustice is frequently done speakers 
on the programs of life underwriters as- 
sociations through the failure of the as- 
sociations to send notices to the various 
local newspapers of the appearance of 
the speaker, They miss out on stories in 
the local press from which area prestige 
value can be derived. 

Overlooking the minor and simple 
task of sending out program announce- 
ments may perhaps be due to thinking 
that the wording of the announcement 
is difficult. Having looked at tens of 
thousands of announcements we can 
categorically deny that the task is dif- 
ficult. The announcement can get by 
with the simple use of who, what, why, 
when, and where formula. The editors 
receiving them know how to correct or 
amend them to usable form. 

Agents, general agents, company offi- 
cials, and others who make long trips 
to deliver sales or informative talks 
quite naturally hesitate at sending out 
announcements, feeling that it is a pre- 
rogative of the association. Then they 
are let down by the local association. 
Sometimes an important message is not 
conveyed beyond the listening audience 


because of this neglect. 

Persons making these talks are deserv- 
ing of recognition. Frequently the press 
mention is the only reward for a good 
talk. Men striving to move ahead in 
the business justifiably want their su- 
periors to know that they have done 
something in addition to their regular 
tasks. Some agents and managers have 
made trips covering hundreds of miles, 
or have participated in sales caravans 
covering an entire state over a period 
of a week or more and returned to their 
offices to be confronted on next meeting 
a senior official with a sometimes jocular 
‘aquiry about production or “where are 
the results of that project you were go- 
ing to undertake for me?” 

A good publicity chairman can ob- 
tain an amazing amount of recognition 
for his association and its speakers by 
workmanlike coverage done promptly 
and with due regard to the deadlines of 
the publications he is interested in. This 
plan won’t perform miracles for the 
speaker whose talk is largely froth or a 
repetition of platitudes but it assures the 
man with something to say of the best 
possible publicity breaks. 


Qualified Security Valuation Personnel 


A task of great importance confronts 
the National Assn. of Insurance Com- 
committee on valuation of 
securities. It is the selection of the 
staff for the enlarged committee office in 
New York City. There is great interest 
in how the office will function and how 
efficiently its job will be done. 

Primarily there the need for. the 
proper valuation of stocks and bonds 
owned and bought by the life compa- 
nies. The increasing importance of pri- 
vate purchase of securities in which Rep- 
resentative Celler has expressed great 
interest also important. Not only 
will the steps taken in organizing a new 
office be closely scrutinized by those in 
the industry but it is a foregone conclu- 
sion that the Congress will, sooner or 
later, look into its functioning. It may 
well turn out that the success of state 
supervision will depend on the success 
of the new office. 

The need for quality appointments is 
one which cannot be overstressed. In- 
stead of the staff of four which has op- 
erated to the present, the proposed bud- 


missioners’ 


is 


1S 


get calls for 14 persons. Among the 
salaries are the following: economist, 
$20,000; executive secretary, $9,250 (to 


three senior securities 


three assistant 


be determined); 
analysts, $12,000 each; 


securities analysts $6,000 each. There 
is also a fund of $10,000 set aside for 
pensions. These compare quite favorably 
with federal government positions and 
with those listed in schedule G by the 
life companies. The total proposed bud- 
get amounts to $150,200. This is about 
60% of the possible $250,000 assessment 
against the life companies provided for 
in the legislation authorizing the ex- 
panded office. 

The $150,000 will well spent if 
quality personnel is selected. Selection 
and appointments to the offices must not 
be biased by sectionalism, favoritism, or 
by a desire to find a job for a crony, 
or to reward a “public servant.” Nor 
must the appointees be badgered once 
they are in office. Their primary duties 
will be to the public and not to any 
commissioner or company. Neither 
state politics nor N.A.I.C. politics have 
any part in the appointments. We are 
not certain that competitive examina- 
tions for the posts should be held but 
we are sure that the men named should 
be qualified, experienced, and unfettered 


be 


by commitments, 
The appointments will be watched 
closely. The most complete information 


and background on appointees must be 
made public. The preservation of qual- 


ity state regulation is too important to 
be sacrificed by making a political foot- 


ball of appointments to the new commit- | 


tee office. 











PERSONAL SIDE OF THE BUSINESS 





Rollin Clark, executive vice-president 
of Continental "Casualty and Continental 
Assurance, went on from the N.A.I.C. 
Seattle convention to stay a month at 
Pebble Beach, Cal. 


Mrs. C. N. Brown, who is chairman 
of Postal Life & Casualty, received 
word at the Seattle convention of NAIC 
of the birth of her second grandchild 
and first grandson. 


Commissioner Donald F. Dickey of 
Oklahoma was unable to attend the 
NAIC meeting at Seattle due to the 
demands of the land. He is interested 
in some 800 acres of wheat and the wet 
weather delayed the harvest. When he 
got a break in the weather he felt com- 
pelled to stay on the scene to supervise 
the harvest. 


Joseph B. Landau of DeSoto, Mo., 
will observe his 25th anniversary with 
the Aetna Life on July 11 at a unique 
testimonial banquet to be attended by 
the 32 persons who today hold a policy 
written by him the first year he joined 
the company. 

The group honoring Mr. Landau will 
represent 80% of the policyholders he 
sold during his first year as an agent. 
Six have died and two allowed their 
policies to lapse. 

A tribute to his record will be deliv- 
ered at the banquet by J. Denny Nel- 
son, general agent at St. Louis. 


Philip K. Robinson, vice-president 
Northwestern Mutual Life and chair- 
man of the Milwaukee County Red 
Cross Chapter, was named chairman of 
the 1950 national Red Cross convention 
in Detroit. 

Mary V. Sullivan, manager of the 
general files and M.I.B. department of 
Reserve Loan Life of Texas, was hon- 
ored by company officers on her 25th 
anniversary with the company. 

Ervin W. Atkerson, vice-president, 
treasurer and manager of the invest- 
ment department of Republic National 
Life, sailed with his wife from New 
York on the Queen Mary, July 3, on a 
two-month vacation tour of Europe and 
the Scandinavian countries. 

Hazel Kirk Levins, librarian of Mu- 
tual Benefit Life, was elected president 
of the New Jersey chapter of Special 
Libraries Assn. Miss Levins is also edi- 
tor of Insurance Book Reviews, the 
insurance publication of the National 
association. She joined Mutual Benefit 
in 1946 after serving for 15 years in the 
Free Public Library of East Orange, 
N. J. 

Will Shelly, who has been with the 
Connecticut Mutual at St. Louis for 12 
years, is having one of the best years 
of the 12 he has been with the com- 
pany. He was being counted out two 
years ago when he went blind after an 
operation. While he was in the hospital, 
many of his friends prayed that his 
sight would be restored, but he reports 
that he never uttered such a prayer. He 
prayed that God would give him cour- 
age and fortitude to meet anything that 
came along. He had to make, and is 
still making, many adjustments in his 


daily activities and his wife has taken 
over many of the details. He intends to 


compile a Braille telephone list to help © 


him continue a hobby he started in 


1934 of sending birthday greetings to © 
his friends and acquaintances, and sends ~ 


out hundreds of them every year. Late- 


ly, he has come to singing many of his — 
greetings over the telephone and chil- © 


dren affectionately call him “Uncle Will” 
through his singing greeting to them in 
that way. Mr. Shelly is 64 years old, 
His brother-in-law, M. Ebbert Webber, 
is general agent of Western Life at San 
Francisco. 


Ralph Kastner, associate general 
counsel of American Life Convention, 
and Mrs. Kastner embarked from 


Seattle July 6 following the commission- 
ers’ convention for an Alaskan trip. They 
had motored to the ‘coast and Mr. 
Kastner had visited ALC companies 
en route. 

Miss Christine Collins was honored 
by associates and friends when she re- 
tired from Mutual Benefit Life after 
almost 40 years’ service. In her work 
with the medical board and department 
of issue, Miss Collins became 


the field. Gifts included a wristwatch 
presented by President Thompson; a 
sterling silver coffee pot from the asso- 
ciation of general agents presented by 
General Agent Einstein of New York 
City and many personal gifts and flow- 
ers. Earlier she was feted at several 
luncheon and bridge parties. As_ she 
left the office at the close of business 
on the day of her retirement, a supply 


truck followed, loaded with the many 
presents she received. 
Francis T. Fenn, Jr., associate gen- 


eral agent at Hartford for National Life 
of Vermont, has qualified for the Million 
Dollar Round Table. Mr. Fenn is one 
of the two leading agents in the country 
for National Life, and recently received 
the “Man of the Year’ award for the 
second consecutive time. 

The life and accident staff and the 
department heads of Travelers at Chi- 
cago, honored Benjamin H. Groves, 
manager of the life and accident depart- 
ment of Travelers there, upon the cele- 
bration of his 25th anniversary with the 
company. 


DEATHS 


Thomas F. Lawrence, 70, former 
president of Detroit Life and vice-presi- 
dent of Missouri State Life, died at his 
home in Evanston, Ill. He had of late 
been _an insurance broker in Chicago. 
Mr. Lawrence graduated from Yale in 
1899. He then entered the home office 
of Aetna Life and in 1903 went with 
Hartford Life, becoming agency secre- 
tary, secretary and vice-president. When 
the legal reserve department of Hart- 
ford Life was taken over by Missouri 
State Life in 1913, Mr. Lawrence went 
with that company to St. Louis as sec- 
retary. He was elected vice-president 
in 1918 and resigned from Missouri 
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Tel. Parkway 2140. George C. Roeding, Asso- 


ciate Manager; George E. Wohigemuth, News 
Editor; Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS — 802 Wilson Bldg., Tel. 
Prospect 7-1127. William J, O’Malley, South- 
western Manager, 

DES meee Pe IOWA—3333 Grand Ave., 
Tel. 7-4677, R. . Chapman, Resident Manager. 
DETROIT 26, caer — 532 Lafayette Bldg. 
Tel. Cherry 2826. A. J. Edwards, Resident 
Manager. 


BRANCH OFFICES 


UNDERWRITER 


PUBLICATION OFFICE, 175 W. Jackson Blvd., 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 
CHICAGO 4, ILL. Telephone WAbash 2-2704. 








Post. OFFICERS: Howard J. Burridge, President. Louis H. Martin, Vice- 
C. Burridge. President and Secretary. John Z. Herschede, Treasurer. 420 E. Fourth 
St., Cincinnati 2, Ohio. 
IN KEY CITIES — 
KANSAS CITY 6, MO.—605 Columbia Bank Business Dept. — Ralph E. Richman, Vice- 
Bldg. Tel. Victor 9157. William J. Gessing, Pres.; J. T. Curtin, Resident Manager. 


Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg. Tel. Main 5417... R. W. Landstrom, 
Resident Manager. 

NEW YORK 7, N. Y.—99 John St.. Room 1103, 
Tel. Beekman 38-3958. Editorial Dept.—East- 
ern Editor: Kenneth O, Force; Assistant 
Editor: Donald J. Reap. 


PHILADELPHIA 9, PA.—123 S. road Street, 
Room 1127. Tei. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. COurt 2494. Jack Verde Stroup, Resi- 
dent Manager 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. EXbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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State in 1925. He subsequently joined 
Detroit Life and was general agent for 
Reliance Life in Chicago. 

Philip C. Staples, 66, trustee of the 
Penn Mutual since 1938 and chairman of 
the board’s agency committee, died. He 
was former president of Bell Telephone 
Co. of Pennsylvania, having joined that 
company in 1909 and risen through the 
ranks. He was for many years a leader 
in Philadelphia civic affairs. Among the 
numerous boards on which he served 
was the Insurance Company of North 
America. 

A. H. Bennell, 63, former manager of 
the Pittsburgh agency of Mutual Life, 
died, July 2 at 
Youngstown, O., of 
a heart attack. He 
joined Mutual Life 
in 1922 at Youngs- 
town, was ap- 
pointed district 
manager in 1929, 
and in 1931 became 





manager at Pitts- 
burgh. He was 
transferred to 
Cleveland as man- 
ager in 1933, and 
returned to Pitts- 
A. H. Bennell burgh in 1941. He 


retired as manager 
there last March to devote his time to 
estate planning. In 1946 he was presi- 
dent of the Agencies Committee of 
Pittsburgh. 

Curtis P. Kendall, 50, 
president of Washington National, 
passed away on July 4. Mr. Kendall 
was the son of Harry R. Kendall, chair- 
man, and the nephew of George R. 
Kendall, president, who were the found- 
ers of Washington National in 1911. 


executive vice- 


P. KENDALL 


CURTIS 


Curtis Kendall was born in Louisville 
in where his father had been a Pruden- 
tial manager for 20 years. He attended 
the University of Illinois and joined 
Washington National following service 
in the first war. He was elected vice- 
president of Industrial Insurers Con- 
ference in 1945, but was forced by a 
heart condition to decline the presidency 
the next year. 

Alfred Weichman, 60, Prudential su- 
perintendent of agencies in the midwest 
since 1941, died at his home in Mont- 
clair, N. J. He was with the company 
47 years. 





General American, died of heart disease. 
He retired 10 years ago. 

Lewis Stentz, 84, at one time superin- 
tendent of agencies of Western & South- 
ern Life, died at his home at Cincinnati. 
He had been ill a month. 








Texas Actuaries Meet 


The Actuaries Club of Texas met re- 
cently at Dallas. The agenda included 
discussions of the following topics: The 
C.S.O. table, personal accident and 
health insurance and its problems, mor- 
tality tables and death benefit schedules 
for juvenile ages, insurance legislation 
in 1949, and highlights of the Actuarial 
Society meetings. More than 40 mem- 
bers attended the meeting, presided 
over by P. V. Montgomery, vice-presi- 
dent and actuary, Southland Life, and 
president of the club, 





Confuse New Jersey TDB Payments. 


The New Jersey division of employ- 
ment security has sent notices to 42,000 
employers in the state subject to the un- 
employment compensation law, urging 
them to watch their reports and pay- 
ments to the state. For the first cal- 
endar quarter, 40% of the employers in 
the state failed to report and pay dis- 


ability benefit contributions as state plan 
insured, or being under private plans, 
paid money into the state that the state 
didn’t want. The state recently com- 
pleted the return of certificates of over- 
payment to private plan insured who 
made the erroneous payments. 





Lamar Convention Speakers 


J. Smith Ferebee, assistant manager 
of the Woody agency of Equitable 
Society in Chicago, will speak at the 
all star banquet to be given by Lamar 
Life on July 18 during the meeting 
to be held at the Hotel Moraine, High- 
land Park, Ill. Other speakers, in addi- 
tion to Lamar officials, will be R. B. 
Jameson, Penn Mutual, Wooster, O., 
and N. Woodson, executive vice- 
president of Commonwealth Life. 





One of the camp followers at the 
Seattle convention of NAIC covered 
his expenses in spectacular style by be- 
coming one of the two winners of the 
daily double at the race track and in- 
creasing his assets to the extent of 
$1,066. He picked one of the horses 
because the surname of the owner was 
the same as his and the other horse 
because he was in the middle from the 
standpoint of the odds. This camp fol- 


lower declined to give his name to a 
daily newspaper reporter, so his passion 
for anonymity is hereby respected. 


Canada Life Dividends 


Canada Life has continued the scale 
of basic annual dividends adopted July 
1, 1946, for the dividend year which be- 
gan July 1. The principle of annual ex- 
tra dividends has been continued, the 
extra dividend being slightly higher than 
the previous year. The rate of interest 
allowed on cash dividends left to accu- 
mulate and also on the proceeds of par- 
ticipating ordinary policies left with the 
company will be 3% or the guaranteed 
rate if higher. 


Training School at L. A. 


LOS ANGELES—President Russell 
L. Hoghe of California Assn. of Life 
Underwriters presided over a school of 
instruction here for new local associa- 
tion officers. Twenty new officers of 
10 southern California local associations 
were in attendance. 

Also present were Charles E. Cleeton, 
N.A.L.U. trustee in charge of the 
schools throughout the state; A. Dick- 
man, treasurer of the state association, 
and Kellogg Van Winkle, national com- 
mitteeman, 























George L. Sandberg, 60, assistant su- 
perintendent at Prudential for 25 years, 
died at Salt Lake. He had resigned 
two years ago, but remained with the 
company until his death. He had 35 
years of experience in the field. 

Frank R. Davenport, formerly Old 
Line Life of America agency secretary 


until his retirement in 1947, after 34 
years of service died recently. Starting | 


as field superintendent he became field | 
instructor in 1922 and was appointed | 
agency secretary in 1929. 

Dr. Benjamin Y. Jaudon, formerly 
medical director for Missouri State and | 


| 
| 
| 
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An Extraordinary Opportunity 
In Maryland 


We have an unusually attractive opening 
for a State Manager in Baltimore, Mary- 
land . . . must have excellent record as 
personal producer. 


During 1948 our 100 leading agency rep- 
resentatives averaged $23,492 in cash 
earnings. 


Address Chas. E. Becker, President, 


in confidence. 


The Franklin Life Insurance Company 


Springfield, Illinois 


One of the 15 oldest legal reserve stock life insurance 


companies in America. 


MORE THAN $700,000,000.00 INSURANCE IN FORCE 
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LIFE AGENCY CHANGES 





Poinier to Open 
Agency in New York 


John Poinier, regional superintendent 
of agencies for the eastern and southern 
areas of Mutual 
Benefit Life, has 
been appointed to 
build a new agency 
in downtown New 
York City and be- 
comes general 
agent there Sept. 1. 
Formerly with John 


Hancock in New 
York City, he went 
with Mutual Ben- 
efit in 1946 as an 


agency assistant. In 
1948 he was elected 
an officer in the 
company and ad- 
vanced to his present position. 

Mr. Poinier became an agent upon fin- 
ishing his education at Yale University 
and later entered the banking business. 
In 1941 he re-entered the life insurance 





John Poinier 


business with John Hancock. He has 
been active in life underwriters associa- 
tions, 


Prudential Appointments 


Appointment of D. LeRoy Williams 
as head~ of Prudential’s Steubenville 
district office has been announced. He 
succeeds W. J. Rogers who is retiring 
after 40 years with the company. Mr. 
Williams was manager at Erie, Pa. 

Mr. Williams joined Prudential in 
1922 as an agent at New Kensington, 
Pa. He became assistant manager there 
and later manager at Uniontown, Pa., 
a post he held until 1931 when he was 
transferred to Erie. 

Joseph K. Lawler, manager at New 
Brunswick, N. J. district, has been ap- 
pointed head of the Long Island City, 
N. Y., office. He joined Prudential in 
1936 as’an agent at Middletown, N. Y., 
later serving as assistant manager. He 
filled similar positions at several other 
New York state cities until transferred 
to the home office in 1945. A year later 











Ss? 2 


to get something for nothing . 


* This policy doubles, 
ral death, within 
period. 

* If the policyholder dies after the 
sixth year and at any time from 
the sixth through the 
the full face amount of $10,000 will 
be paid the beneficiary, plus a re- 
turn of every cent of the life in- 
surance premiums even those 
paid during the six year period 
when the policy would have dou- 
bled had death occurred, even from 
natural causes. 

* For a small additional premium, in 
case of accidental death within six 
years, that same policy would 


even for natu- 
first six year 


there. 


agencies still available. 


* If you want an UNUSUAL * 
policy to sell— 
this ts et! 


For straight policy selling, you can’t beat our “BANKERS SPECIAL 
POLICY.” It makes prospects gasp because of its unusual features. 
You capitalize on human nature’s desire to double your money, and 
. yet you offer SOUND insurance, 
backed by an old, reliable company. 
PILUS features, too hard to resist! 


This Distinctive "Bankers Special Policy" 


Has Amazing Features 
(These examples based on a $10,000 policy at age 35) 


twentieth, . 


This UNIQUE Policy may be 
your Short Cut to STARDOM! 


In one second you can make HOT prospects out of COLD calls with 
this policy. A simple question will stop them... 
break down sales resistance. Our special presentation will go on from 


But this is only ONE of the MANY policies you and your sub- 
agents can write. Our COMPLETE PACKAGE of life, health and 
hospitalization insurance is another Spark Plug. 
MIRACLE-LEAD LETTER and other sales-producing aids can 
prove to be a quick route to STARDOM and financial independence. 


Write for our intriguing plan and learn of the general 
All correspondence confidential. 


HUGH D. HART, Vice-President and Director of Agencies 


Illinois Bankers Life Assurance Co. 


Monmouth, Illinois 


A fine insurance investment with 


bring to the beneficiary $30,000, or 
three times the ultimate amount of 
the policy. 

* If the policyholder lives beyond 
twenty years, he may continue to 
carry the insurance for its ultimate 
amount for as long as he lives at 
the low rates with which he 
started. In other words, the rates 
never change, even though during 
the first six years the policy pays 
double in event of death, and from 
the sixth through the twentieth 
years the face of the policy plus a 
return of all the life insurance 
premiums, will be paid to the ben- 
eficiary in the event of death. 


open the door 


And our famed 
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“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 


* 

















he took charge of the district office at 
New Brunswick. 


Mutual Life Promotes 
Dalke, Domke in Midwest 


Mutual Life of New York has 
pointed Jacob J. Dalke and E. 
Domke, managers at Indianapolis and 


ap- 
e. 





Dalke k. T. Domke 


J. J. 


respectively. Mr. Dalke 
succeeds Grant O. Q. Johnson, who re- 
signed recently after more than six 
years as Indianapolis manager. Mr. 
Domke succeeds the late Howard A. 
Nelson at Sioux City. 

Mr. Dalke joined Mutual Life in 1945 
as a field representative at Wichita and 
became assistant manager in 1946. He 
was advanced to training assistant at the 
home office in New York City in 1948. 
Mr. Domke joined Mutual Life’s Mil- 
waukee agency in 1944 and was named 


Sioux City, 


an assistant manager in 1946. Two 
years later he was advanced to be a 
training assistant at the home office. 


He is a former director of the Wiscon- 
sin Assn. of Life Underwriters. 





Floyd Leaves C.L.U. Post 
to Manage Phila. Agency 
Frederick W. Floyd, 


tary of American Society 
Life Underwriters, 
is returning to field 
work Aug. 1 as 
manager for Life 
of Virginia at Phil- 
adelphia. 

The territory of 
the new agency, 
first direct agency 
to be established 
in the state by the 


executive secre- 
of Chartered 


ES 





company, covers 
Philadelphia and 

adjacent territory 

in Pennsylvania, 

and New Jerse 

He Sane ie F. W. Here 

business in 1920 in the Provident Mu- 
tual actuarial department and_ later 
transferred to the agency department. 


In 1925 he became agent for the com- 
pany, and spent the next 20 years in the 
field, representing several companies, 
his activities leading him into manage- 
ment work. 


Philadelphia general agent 


He was 
for Columbian National Life when he 
became first executive secretary of 


American Society of C.L.U. He opened 
the society’s first headquarters in 1945, 
and has been instrumental in develop- 


ing it into an organization now num- 
bering 2,200 members. His C.L.U. ac- 


tivities have also included acting as 


business manager of C.L.U. Journal. 


Fairfield & Ellis Changes 


The Boston general agency of Fair- 
field & Ellis has appointed Varney W. 
Mosher assistant manager of its life 
department. Manager Walter J. Flan- 
agan is also taking over the A. & H. de- 
partment, while Bertram L. Gurley will 
have direct charge of A. & H. The ex- 
panded life department will handle all 
lines as general agent of the Continental 
Assurance and Continental Casualty. 
Mr. Mosher was brokerage manager of 
the Fowler agency of Union Central at 
Boston for the last six years and earlier 
was supervisor for Aetna Life in south- 
eastern Massachusetts. 





Rench Succeeds Father at 
St. Louis for National Life 


William E. Rench has become St. 
Louis general agent of National Life 
of Vermont. The 
agency has been a 
yartnership of Fred 
T. Rench and his 


son, William E. 
T he father is re- 
tiring. 


William E. Rench 
is a graduate of 
Dartmouth and has 
a master’s degree 
from Harvard 
school of business 
administration. Ex- 
cept for three 
vears’ navy service, 
he has been in the 
life business 13 years. He is a director 
of St. Louis Life Underwriters Assn. 
and president of the St. Louis C.L.U. 
chapter. 

National 
in St. Louis by the senior Mr. 
for 38 years. 


Maurer G. A. at Ft. Dodge 


James W. Maurer has been appointed 
general agent at Ft. Dodge, lowa., for 
Mutual Trust Life. He has been man- 
ager of the agency. He joined the com- 
pany nine years ago and, after naval 
service, was for a time agency secre- 
tary at the home office. 





Fred T. Rench 


Life has been represented 
Rench 





Jacobs Springfield Manager 


Curtis L. Jacobs has been named man- 
ager of Commonwealth Life’s newly 
created 
native of Ohio, he joined Common- 
wealth in 1946 as an lgent in the 
Miami Valley district, and on _ the 
merit of his record soon was promoted 
to assistant manager. 





Gray Resigns as Manager 


C. Nelson Gray, Sun Life of Canada 
manager at New Haven, has resigned. 
His successor has not been named. He 
joined the company in 1924 at Montreal 
and was appointed district manager at 
Chicago in 1926, In 1928, he was made 
agency assistant at Newark and a year 
later was named manager at Provi- 
dence. He went to New Haven in 1940. 





John Hancock Transfers 


John Hancock has transferred Dis- 
trict Manager Edward V. Mullaney 
from New Brunswick, N. J., to Quincy, 
Mass. He succeeds Homer C. Wad- 
man, who is retiring on pension. Suc- 
ceeding Mr. Mullaney as district man- 
ager at New Brunswick is John P. 
Ryan, previously regional supervisor in 
the southeastern territory. 





Boston Mutual Promotions 


Boston Mutual Life has promoted 
Manager Gerald M. Doucette of Port- 
land manager at Fall River replacing 
Thomas J. McAndrew who is retiring 
after 33 years with the company. Man- 
ager William M. Walsh, Lowell, re- 
turns to Portland and Irving M. Miller, 
assistant district manager at Gloucester, 
becomes manager at Lowell. 





Prudential Philadelphia Change 


T. Gibson Smith, for five years a re- 
gional manager at Newark, has been 
appointed head of Prudential’s Phila- 
delphia_ district office’ 5. He _re- 
places B. T. McGettigan who is retiring 
after 46 years with Prudential. Mr. 
Smith jeined Prudential in 1934 and has 
been with the field divisions of the com- 
pany. 


Continental Assurance has opened 
the Smith-Fraser general agency at 68 
William street, New York City. Officers 
are A. J. Smith, president; Charles D. 
Fraser, vice-president and treasurer; 
and Rogers Thompson, vice-president 
and secretary. 
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LIFE SALES MEETINGS 


AGENCY NEWS 





Set N. W. Mutual 
Agents Meeting 


MILWAUKEE — Northwestern Mu- 
tual Life Assn. of Agents announced the 
program for their 69th annual meeting 
in Milwaukee July 25-27. A large ad- 
vance registration indicates a record at- 
tendance of agents and their wives. 

The meeting is planned and conducted 
by association members and agents at- 
In addition 
to the general sessions, seminars will be 
held for the discussion of successful 
sales ideas and plans. Annual sessions 
of the general, district, and _ special 
agents’ associations, a C.L.U. luncheon 
meeting, friendship luncheon for new 
agents, and a special luncheon and pro- 
gram for the women. 

L. W. Uebele, association vice-presi- 
dent, will preside at the opening meet- 
ing, and Grant L. Hill, vice-president 
and director of agencies, will present the 
past year’s honor men. At this session, 
a life insurance play, “Jim Johnson’s 
Busy Week,” written by Laflin C. Jones, 
assistant agency director, will be pre- 
sented. S. C. Pearson, Kansas City, Mo., 
will be chairman of the friendship lunch- 
eon at which A. C. F. Finkbiner, Phila- 
delphia, will speak. Mrs. N. D. Phelps 
will preside at the women’s luncheon, 
and Dr. George W. Crane, psychologist, 
will be the speaker. 


Selling Plan Sessions 


Nelson D. Phelps, Chicago, will pre- 
side at the first general session at the 


home office auditorium Monday _ after- 
noon. R. E. Costello, Aurora, IIL, will 
discuss “My Plans for the Next 12 


Months.” This is to be followed by four 
concurrent meetings. 

L. Cramer, South Bend, 
chairman of the rural session. 


Ind., is 
Speakers 


_will be H. Neal Jones, Traverse City, 
Mich., “How I Sell’; Richard K. Jen- 
kins, Cedar Rapids, ‘“‘Why the Farmer 


' conduct a 


pontine wien erie 


Should Own Lots of Life Insurance’, 
and Claire A. Thomas, Spencer, Ia., 
“Self Organization.” 

Vern Arends, assistant secretary, will 
pension trust meeting, and 
Wilbur S. Pratt an advanced underwrit- 
ing meeting at which George J. Larkin, 
Milwaukee and Chicago tax attorney, 
will speak on, ‘‘Death, Taxes and Your 
Business.” 


Session on “Ideas That Sell” 


The fourth monies will be on “Ideas 
That Sell,” with Clifford A. Seys, Grand 
Rapids, Mich., as chairman. Speakers 


' will be Howard E. Dahlberg, Moline, 


s Iil.; 
| T. Prettyman, 


Edward Russo, Baltimore; Leigh 
Muskegon, Mich.; and 


' J. Vincent Talbot, Newark. 


Neate 


vs eonttromaaeetd 


Chairman for the Tuesday morning 
session will be H. L. Cramer, and the 
speakers will be Elgin G. Fassel, North- 
Western actuary, and Harry A! Bullis, 
chairman of board, General Mills. The 














Fifty-eighth Year of Service 
to the Families of New England 
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national advertising program will also 
be explained at this meeting. 

Tuesday afternoon E. J. Shipley, San 
Francisco, will present “Good Prospect- 
ing Ideas for 1949.” The other speaker 
at this session will be Hilbert Rust, R. 
& R. Service. Norman R. Hill, Seattle, 
will preside Wednesday with ‘Clarence 
Smith, Chicago, and Dr. Norman V. 
Peale, minister of Marble Collegiate 
Church, New York, as speakers. The 
association’s annual business meeting 
will be conducted by L. W. Uebele in 
place of the late W. J. Snively. 


Great-West Life 
Holds Sales Meet 


Great-West Life’s eastern regional 
sales conference, attended by more than 
400 company agents, guests, and head 
office representatives, was held at Man- 
oir Richelieu, Murray Bay, P. Q.  Prin- 
cipal speakers were H. W. Manning, 
vice-president and managing director; 
Earl M. Schwemm, agency manager at 
Chicago; Holgar J. Johnson, president, 
Institute of Life Insurance; Don Hen- 
shaw, MacLaren Advertising Co., To- 
ronto, and J. E. Morrison, underwriting 
executive of the company. D. E. Kil- 
gour, assistant general manager and su- 
perintendent of agencies, was chairman. 

“In spite of the magnitude of the busi- 
ness of life insurance it is of uniquely 
personal and intimate character. Its 
services are conveyed to the people on 
this continent by some 325,000 repre- 
sentatives and there is no other insti- 
tution, large or small, which maintains 
so intimate a contact and so personal a 
service as life insurance does through 
the agency,system,” Mr. Manning said. 

Referring to general business condi- 
tions he said “the present readjustments 
in general business should not be a cause 
for discouragment. Declining prices 
and costs will leave people with a larger 
share of their earnings in the form of 





disposable income for discretionary 
spending. That will provide a great op- 


portunity for life insurance to offer peo- 
ple increased protection by the safe in- 
vestment of their savings in insurance.” 

Earl M. Schwemm said, ‘We are now 
in a ‘salesman’s market.’ Since we are 
salesmen, it’s our market. A salesman’s 
market is a normal market for us in the 
life insurance business.” 

“Prospecting and selling techniques” 
was the subject of a panel discussion by 
members of the field organization. Don- 
ald R. Ferguson, Montreal branch man- 
ager, was chairman and taking part 
were: W. E. McCaul, Toronto; Curtis 
E. Patton, Pontiac, Mich.; Lindsay E. 
Brannen, Wolfville, N. S.; Robert G. 
Evans, Chicago; S. Marchand, Quebec; 
A. T. Folkins, Sussex, N. B.; G. D. 
Elonka, Lansing, Mich., and H. J. 
Harris, Ottawa. 

“Merchandising your product’ was 
Don Henshaw’s topic and J. E. Mor- 
rison spoke on the close liaison neces- 
sary between men in the field and the 
home office in his talk on partnership in 
underwriting. 





Hold Managers’ Parley 


A managers’ conference at the home 
office of Republic National Life was 
held July 6 to introduce a new rate 
book, new sales material, and a new 
direct mail plan. 


Maps S. F. Convention 


Commercial Travelers of Salt Lake 
City is holding its annual agency con- 
vention at San Francisco Aug. 8-10. 
One of the speakers will be Frank W. 
Bland, vice-president of THE NATIONAL 
Uperw RITER On the Pacific Coast. 





Virgil Fogle, New York Life, and 
Victor K. Miller, Lincoln National, have 
been chosen instructors for the L. U. F.C. 





courses this fall at Columbus, O. 





Hold Agency Conference 


The Connecticut Mutual Minneapolis 
and St. Paul agencies held their summer 


conference at Brainard, Minn., recently. 
Speakers included Robert Hamel, 
Joseph Frazer, John Baldwin and 


Waldo Wheeler, a Minneapolis insur- 
ance attorney. Other features were a 
golf tournament, a cocktail party and 
dinner. 





Agency Wins Cup 

The Ottawa branch of Mutual Life 
of Canada has been awarded the di- 
rector’s efficiency cup for 1948. W. 
Lloyd Mooney is manager. The Brant- 
ford agency, managed by G. C. Francis, 
was the runnerup and received a rep- 
lica of the cup. 





Schwemm Continues Pace 


With its 60th consecutive month of a 
million dollars or more new ordinary 
business reached in June, the Earl M. 
Schwemm Chicago agency of Great- 
West Life has established what is be- 
lieved to be another production record 
in the industry. Total production dur- 


ing the 5-year period exceeded $113 
millions with an annual average of over 
$22 millions. 

The agency organization has been the 
top-ranking office of the Great-West for 
the past 11 years and is pointing toward 
a new 12-month record with over $13 
millions of new business obtained for 
the first half of 1949. 





Campbell Agency Sets Record 


Sales of $6,360,134 by the Charles W. 
Campbell agency of Prudential at New- 
ark in May set a new high for the 
agency and was top for the company. 
The showing exceeded last year by 39%. 
In addition, the agency placed second 
nationally in group. 

¥; Wheaton led the agency with 
$336,901 and was fifth nationally. Julius 
Kaplove was second with $300,300. The 
agency has led the company for three 
years with $17 million in 1946, $19 mil- 
lion in 1947 and $19 million in 1948, 
exclusive | of group. 


Howse Columbus President 


The Columbus (O.) C.L.U. chapter 
has elected William B. Hoyer, John 
Hancock, president. Vice-president is 
Gilbert Moody, Mutual Life; secretary, 
Albert P. Stieglitz, New York Life. 
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44 


The number 44 is significant with the INDIANAPOLIS LIFE 
INSURANCE COMPANY. 


Its 44 years of service, growth, and achievement has included 
periods of war, depression, and prosperity. 





IT 1S — old enough to be thoroughly seasoned. 
— young enough to be progressively forward 
looking. 


— large enough to meet all needs (over $215,000,- 
000 in force). 


— small enough to possess the flexibility that re- 
sults in prompt, efficient service to policyhold- 
ers; and friendly, close cooperation with Field- 
men. 

Policy contracts, a superior Rate Book giving instant answers for briefs 
and programming, sales helps, and the thorough training available for 


its men, have helped them become known as career underwriters and 
leaders in their communities. 


Lifetime service fees and a pension plan give Fieldmen added security. 


INDIANAPOLIS LIFE INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


A Legal Reserve, Mutual Company 


Agency opportunities in Toledo, Ohio; Springfield, Illinois; Davenport, lowa; South 
Bend, Indiana; and, some other choice cities in Indiana, Illinois, Ohio, Texas, Minne- 
sota, Michigan, and lowa. 


Walter H. Huehl, 
Executive Vice-President and Actuary 


Albert H. Kahler, 
President and Director of Agencies 


NEWS OF LIFE 


ASSOCIATIONS —_ 

















FOR CAREER LIFE UNDERWRITERS 
S Y/ ae 





INCOME AGAINST 
OLD AGE and ILLNESS 


* * * 
Pan American Life Insurance Company 


offers a Career Contract for Career Men 
embracing a Pension for Retirement with §— - 
Disability Provisions and Death Benefits 
- +. On A Non-Contributory Basis... . 


Plus - 


1. UNEXCELLED SERVICE 
2. COMPETITIVE MERCHANDISE 
3. FLEXIBLE UNDERWRITING 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 


New Orleans U. 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS KENNETH D. HAMER 
Executive Vice-President Vice-President & Agency Director 


S. A. 








Oklahoma Association Elects 
Adams as New President 


At a meeting at Tulsa, Oklahoma 
Assn. of Life Underwriters elected Hub 
Adams of Muskogee, Mutual Life, presi- 
dent; Stewart E, Meyers, Oklahoma 
City, Great Southern, first vice-presi- 
dent; H. F. Donnelley, Enid, Oklahoma 
Benefit Life, second vice-president; Les- 
ter Sharpe, Tulsa, John Hancock Mu- 
tual, third vice-president, and Thomas 
W. Grubb, Muskogee, Metropolitan, 
secretary-treasurer. 

Albert B. Irwin, Oklahoma City, 
Northwestern Mutual, was named state 
national committeeman; and Homer 
Jamison, Oklahoma City, Equitable So- 
ciety, managing director. 

Arrangements were announced for 
a one-day school of instruction to be 
held at Oklahoma City July 16. Spon- 
sored by the state association, classes 
will be conducted under direction of Mr. 
Jamison. 





To Name Kan. Secretary 


C. O. Braden, Equitable Society, In- 
dependence, president Kansas Assn. o 
Life Underwriters, announces that a 
state secretary will be named follow- 
ing a meeting of state officers and direc- 
tors at Emporia July 8. A state offi- 
cers training school will be held there 
July 9. 





Five Texas Training Schools 


Five leaders training schools for the 
officers of Texas local associations will 
be held in lieu of the three-day confer- 
ences held at Austin in 1947 and 1948. 
These schools will be held at Tyler 
July 26, Fort Worth July 27, and Big 
Spring July 28, with O. Sam Cummings 
directing; Houston July 11 and San 
Antonio July 12, with Jul B. Baumann 
directing. Both are past presidents of 
N.A.L.U 


Name L.U.T.C. Instructors 

The L.U.T.C. committee of Life Un- 
derwriters Assn. of Los Angeles, headed 
by W. K. Murphy, retired general agent 
of Northwestern Mutual, has named as 
instructors for the course Louis A. 
Artz, Pacific Mutual; Bruce Bare, New 
England Mutual; ae W. Fischer, 
Northwestern Mutual; Edwin R. Joos, 
John Hancock; R. A. Ogden, Jr., Occi- 
dental Life; Gerald W. Page, Scott & 
Co.; F rederick A. Schnell, Penn Mutual; 
Jack White, Prudential, and Robert 1. 
Woods, Massachusetts Mutual. 





Three members of the Aetna Life or- 
ganization in Arkansas have been named 
officers of local life underwriters asso- 
ciations in that state. W. C. Morton, 
Jr., was elected president at Fayetteville, 
L. J. Menton, president at Stuttgart and 
E. Al Ostedgaard, supervisor at Little 
Rock, first vice-president of the Little 
Rock association. 





Birmingham — John Stein, American 
National, was elected president. Others 
elected were: John Pittman, New Eng- 
land Mutual; Des Edmunds, Equitable 
Society; Wiley Grimes, Prudential, vice- 
presidents, and A. R. Seale, Protective 
Life, secretary. The new board of gov- 
ernors is comprised of Rex McCurdy, 


_ JEFFERSON NATIONAL 





Metropolitan; J. P. Beaulieu, Pruden- 





tial; John D. Ingram; N. B. Hughes, 
Liberty National; Richard Bullock, Mu- 
tual Life; Don Walton, Aetna Life; J. A. 
Pearson, Jr., Massachusetts Mutual; and 
H. H. Fischbach, Equitable Society. 

Oklahoma City—Edwin W. Burch, at- 
torney, discussed the community prop- — 
erty law. National quality awards were © 
presented to the 57 qualifiers. 

Memphis—A collection of 35 books 
on life insurance has been presented 
to Cossitt Library in memory of the late 
Bolling Sibley, first president of the as- 
sociation. Presentation was by Clarence 
S. Leaveall, now president, and I. M., | 
McFadden, secretary of the education 
committee. 

Riverside, Cal.— Russell L. Hoghe, 
president California association, ad- 
dressed the Orange Belt association 
on the value of state and local organi- 
zations and also gave a practical talk 
on the modern technique available in 
selling. 

Logansport, Ind.—Oren Rodabaugh 
was elected president; Bill Niewirth, 
vice-president; and Bob Qualkenbush, 
secretary-treasurer. x 

Harrisburg — A. F. Tripp has been | 
elected president. Other officers are: 
Carl E. Bechdel, vice-president; John J, 
Gallagher, secretary-treasurer; B. L. | 
Daniels and George F. Hulse, executive 
committee members; and Q. Rice Cow- 
man, state committeeman. 

Syracuse—The annual picnic was held 
June 30 under the direction of John A, ~ 
Urciuoli and Wally Grosh. Earl Os- 
borne is president of the association. 

Richmond—James H. Neill has been 
elected president; Edward G. Cardwell 





and Joseph S. Spivey, vice-presidents; 
and Benton G. Pendergraph, secretary- 
treasurer. 


Canton, 0.—William H. Hampton, Pru- 
dential, was elected president, succeed- 
ing George O. Walker, Franklin. The 
featured speaker was Earle W. Brailey, 
New England Mutual, Cleveland. Na- 
tional quality awards were presented to 
28 members. Other officers are Charles 
A. Laiblin, Mutual Life, vice-president; 
Richard Bund, Travelers, secretary; and 
James Toohey, Metropolitan, treasurer. 


Columbus, 0.—Jerry Woodley, Midland f 





Mutual, has been elected president; 
W. B. Hoyer, John Hancock, vice-presi- 
dent; C. Nelson Black, Phoenix Mutual, 
treasurer; and S. S. Loyer, Bankers of | 
Iowa, secretary. } 

Henderson, N. C.—J. C. Gravitte has | 


been elected president, succeeding E. 
Vance Adams; James R. Sneed, vice- 
president; S. J. Anderson, secretary, and | 
Clarence E. Greene, national committee- [ 
man. : 


Life & Casualty to Build 

Life & Casualty will construct a new 
home office building near the site of its 
present building at Nashville. Work on 
the structure, estimated to cost $2 mil- 
lion, will begin this fall or early next 





year. President G. M. Burton estimates 
that at least $250,000 in construction 
costs has been saved by waiting to 


begin construction. 





St. Louis C.L.U. Elects 


S. Barrows, Northwestern 
Mutual, has been elected president of 
the St. Louis C.L.U. Other officers 
named were Albert I. Stix, Jr., Mutual 7 
Benefit, vice-president; and Richard C. 
Budlong, editor of Life Insurance Sell- 
ing, secretary. 


Bronson 
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PROTECTION 


Agency Franchises Available 
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INDIANAPOLIS. 











ing ] 
lar | 
of - 
give 
ophi 
amp! 
sales 
Mut 
their 
Phil 
Wes 
presi 
Und 
Equi 

Tt 


sell 

natic 
ment 
thing 
insur 


M: 


Chic: 
pictu 


Ar 


quite 
the « 
State 
junct 
ers fi 
a nur 
belie) 
prob 
cases 

—!I 
unifo 
the 4 
porta 
ent it 
to ag 
theor 

—T 
the o 
bills. 


woul 


cree ' 


autho: 
transa 
the st 
be sot 
in suc 
the d1 
gress 


8, 1949 





Pruden- 





Hughes, 
ck, Mu- 
fe; J. A. 
ual; and 
iety. 

irch, at- 
ty prop- 
‘ds were 


5 books 
resented 


the late © 


* the as- 


Clarence © 


id I. M. 
ducation 


on, 
sociation 

organi- 
ical talk 


we) 


SRR 8 ELIOT. 





ilable in 


dabaugh 
Niewirth, 
kenbush, 


— 
° 
a 
3 
a 


sxecutive 
ice Cow- 


was held 


John A, © 


Sarl Os- 
lation. 

has been © 
Cardwell 
‘esidents; 
ecretary- 


ton, Pru- 

succeed- 

lin. The 

. Brailey, 

ind. Na- 

sented to 

> Charles 

resident; 

tary; and | 
-asurer. 


| Midland | 


resident; 
ice-presi- 
< Mutual, 
inkers of | 


vitte has f 


eding E. 
ed, vice- 


tary, and © 
ymmittee- | 


ct a new 
ite of its 
Work on 
t $2 mil- 
arly next 
estimates 
struction 
aiting to 


hwestern 
sident of 

officers 
, Mutual 7 
chard C. 
nce Sell- 


— 

















July 8, 1949 


LIFE INSURANCE EDITION 


a 
wu 








“Fortune” Magazine 


Tells Story of 


M.D.R.T. Personalities, Philosophies 





A description of the careers and sell- 
ing practices of a number of million dol- 
lar producers appears in the July issue 
of “Fortune” magazine. Treatment is 
given the personae and sales philos- 
ophies of the M.D.R.T. men and an 
ample photographic display shows such 
sales luminaries as Sadler Hayes, Penn 
Mutual, New York City; A. J. Os- 
theimer, III, Northwestern Mutual, 
Philadelphia; Grant Taggart, California- 
Western States, Cowley, Wyo., a past 
president of National Assn. of Life 
Underwriters; and Harry T. Wright, 
Equitable Society, Chicago. 

The article points out that agents 
sell $2 billion a year more than the 
nation’s automobile salesmen, and com- 
ments “to many a crack salesman of 
things, the way some fellows sell life 
insurance is scarcely short of a miracle.” 

Million dollar producers are described 
as “low pressure” salesmen who have 
gladly exposed the most intimate de- 
tails of their sales methods to their 
less successful brethren. 

The article has the familiar difficulty 
of answering the enigma “How do the 
M.D.R.T. men do it?” Selling to wealthy 
clients is the answer given, with in- 
herited environment ranked after tenac- 
itv, faith in the business, knowledge of 
tax and investment procedures,  per- 
sonality, and missionary zeal. 

Paul W. Cook, Mutual Benefit Life, 
Chicago, M.D.R.T. chairman, whose 
picture covers a full page, is described 





as a man who never does anything with- 


out an appointment. Ralph G. Engels- 
man, Penn Mutual, New York, tells 
his prospects “I don’t care what you 


think of me now. I care about what 
you or your family will think of me 
20 years from now.” 

Among those pictured are: Robert 
U. Redpath, Northwestern Mutual, New 
York; R. P. Burroughs, National Life 
of Vermont, Manchester, N. H., Harold 
S. Parsons, Travelers, Los Angeles; 
Mrs. Sis Hoffman, Union Central, Cin- 
cinnati; and Jacob W. Shoul, Mutual 
Life of New York, Boston. 

Mr. Taggart keeps a $20,000 fund set 
aside to help pay the premiums of hard- 
up policyholders. Mr. Shoul is never 
too busy to write a $1,000 policy for 
poorer clients. The Ostheimer agency 
has its own $25,000 a year actuary and 
a $20,000 a year attorney. Considerable 
attention is given to the last decade’s 
development of pension trust business. 

The average policy sold by Frank L. 
McFarlane, Northwestern Mutual, Cleve- 
land, is $10,000. He works practically 
seven days a week but takes a two 
months’ vacation each summer. He 
learns early in the interview how much 
money the prospect can set aside for 
insurance. All remember that “rich men 
love their wives too.” They remember 
that insurance is sold for widows and 
onphans as well as for pension trusts, 
taxes, gifts, and so forth. 
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Analyze A. & H. Mail 


(CONTINUED 


Order Regulation 


FROM PAGE 6) 





quite favorably, is that the state utilize 
the original jurisdiction of the United 
States Supreme Court to obtain an in- 
junction preventing unauthorized insur- 
ers from soliciting its citizens. There are 
a number of cases which have led him to 
believe that the U. S. Supreme Court 
probably would take jurisdiction in such 
cases. He cites five practical advantages: 

—It does not require the passage of 
uniform or substantially similar laws by 
the 48 states. This point is of real im- 
portance because of the difficulties inher- 
ent in any attempt to get all the states 
to agree upon any specific regulatory 
theory. 

—The proposal should not meet with 
the objections raised against the Hobbs 
bills. Legitimate mail-order insurers 
would continue to conduct their busi- 
ness without being required to meet 
additional licensing requirements or to 
change their methods of operation. 

—It gives promise of certainty in its 
actual operation since an injuncton de- 
cree would run directly against the in- 
surer concerned. 

—The technique involved would bring 
the prestige of the Supreme Court of 
the United States to bear upon illegiti- 
mate operators and might as a result 
bring about a discontinuance of unfair 
practices without the necessity of pro- 
ceeding against each individual insurer. 

—The proposal gives a fair promise 
of being sustained. On the other hand, 
it Should be recognized that the Supreme 
Court, perhaps influenced by practical 
considerations including crowded court 
calendars and the possibility of numer- 
ous suits of this nature, might refuse to 
grant the validity of the legal proposi- 
tion discussed above and might decline 
to take jurisdiction. 


Injunction in U. S. District Court 


A somewhat similar proposal is for a 
State to bring suit for injunction in the 
federal district court against an un- 
authorized insurer to prevent it from 
transacting insurance business within 
the state. It is admitted that there might 
be some serious legal questions involved 
in such a move and Mr. Kline submits 
the draft of an act to be passed by Con- 
gress to eliminate such problems. He 


XUM 


finds many arguments for the proposal 
and, while there is some reluctance in 
the insurance industry to seek assistance 
from the federal government on the 
ground that to do so would open the 
door to federal regulations by disclosing 
a weak point in state control, Mr. Kline 
considers that such a fear is ill-founded. 

State cooperation with the postoffice 
department in obtaining fraud orders is 
strongly recommended. It is suggested 
that the state might very well undertake 
the preliminary investigative work and 
possibly intervene and perhaps actively 
assist in the preparation and presenta- 
tion of evidence at the hearing. If either 
or both of these forms of assistance 
could be proffered to the department on 
a cooperative basis, it would appear that 
the burden on the postoffice department 
would be lessened. 


FTC Offers No Panacea 


Considerable space is given to the 
question of federal government control 
under the federal trade commission act, 
with a review of the FTC act, fair trade 
practice acts passed by the states and 
the procedure of the commission in the 
development and enforcement of trade 
practice rules, including questions of 
advertising, claim practices and the test 
of solvency of an insurer. Mr. Kline 
declares that federal trade commission 
“offers no panacea in answer to the 
problems presented by the mail-order 
accident and health industry. Regula- 
tion by it of any one aspect of the indus- 
try has been aptly described as opening 
a “Pandora’s box.” In the instance at 
hand, it can be said that even the limited 
approach of regulating insurance adver- 
tising opens up additional problems of 
investigation and research with which 
federal trade commission is not prepared 
to cope, either from a jurisdictional or 
from a staff, budget or experience point 
of view. In view of the many commit- 
ments of our federal government, it may 
be questionable whether it is desirable 
to embark on a system of dual regula- 
tion, with its attendant overlapping, par- 
ticularly when the system of state regu- 
lation favored by the 79th Congress has 
yet to be completely tested.” 


Holds Colorado Rally 


Western American Life of Reno, 
Nev., held a sales seminar at Denver. 
The home office group included Ben F. 
Burch, general sales manager, and Wal- 


lace M. Greene, general manager and 
actuary. Colorado manager is Charles 
P. Cain, The company now has $7/% 


million insurance in force and is aiming 
for $15 million by the end of this year. 
It operates in Colorado, Utah and Nev- 
ada. It is putting up a home office build- 
ing at Reno. It was announced it will 
seek admission to eight additional states. 


Clyde J. Summerhays, superintendent 
of agencies of Beneficial Life, Mrs. 
Summerhays and their three children 
escaped with minor injuries when their 
car overturned on a slippery road near 
Topeka. Mr. Summerhays and other 
members of the family suffered injuries 
that required stitches but there were 
no serious injuries, although the car 
was demolished, 





Eagles’ National Life has li- 


censed to operate in Missouri. 


been 

















iif Frankfort 


1776 — 1949 


A republic was created — created through 
bloodshed, starvation, freezing temperature 
of winter, the blazing sun of summer — cre- 
ated by men and women who would and did 
give their all that the people of one nation 
might have an equal opportunity. 


At about the same time the first life insurance 
company was created —a declaration of fi- 
nancial independence available to all who 
lived in the republic. The ideals of the repub- 
lic were the ideals incorporated into the life 
insurance business. 


Today that republic has grown into a mighty 
nation; the life 
mighty business—both honored and re- 
spected the world over. 


insurance business into a 


If you are interested in a profession carrying 
on the ideals and dreams of our forefathers, 
as well as your own, you will find it pays to be 
friendly with 


7 PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Indiana 











NUN-CANCELLABLE and 
GUARANTEED RENEWABLE 
HEALTH and ACCIDENT 


ts licensed and does business in the 48 states, the District of Columbia and Hawaii 
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by Agent: SBLI Survey 


In a recent mail survey conducted 
by the Savings Bank Life Insurance 
Council of Massachusetts among 500 
people who had recently purchased 


savings bank life insurance, some poign- 
ant information was revealed by a 
seemingly unimportant and_ innocent 
question, Fred H. Nickels, Cambridge, 
Mass., management consultant, told 
representatives of Massachusetts, Con- 
necticut and New York savings banks 
at the annual tri-state conference on 
savings bank life insurance at West 
Harwich, Mass. The question was, “How 
recently interviewed by a life insurance 
agent?” The startling answer from 94 
people was that they had never been 
interviewed by an agent. Some 226 said 
that they had been interviewed within 
the last year and some 146 said they 
had not been interviewed within a year 
or more. 


In an address “Hitting the Market,” 
Mr. Nickels told the group that the 
obvious conditions that underlie the 
changing market today in comparison to 
10 years ago are the facts that there 
are: more people, more workers, more 
families and more babies. However, 
even more important than these factors 
is the purchasing power of the popula- 
tion which has increased as the result 
of a tripled national income since 1939. 

Examining these factors from the 
point of distribution, the great change 
is demonstrated in the shift in con- 
sumer purchasing power toward the 
middle. Whereas there were two mil- 
lion people in the country who made 
$100 per week in 1933, today there are 
more than eleven million. 

Although the recent survey showed 
that 82 out of 100 adults in Massa- 
chusetts had life insurance, and that 
nine out of ten men were insured, only 
one of these nine owned any savings 
bank life insurance. While 15 out of 














High grade agents writing quality business have been respon- 











1600 Arch Street 


The Insurance Company of North America 
invites written applications for the posi- 
tion of Actuary. Address— 


John A. Diemand, President 


Philadelphia |, Pa. 











MANAGERS WANTED 


Our U.S. expansion program is well under way— 
Manager's contracts are still open in Cleveland, Cin- 
cinnati and Toledo, Ohio and in Saginaw, Michigan. 


Enquiries welcome from experienced men. Confi- 
dential. Write E. M. Squires, Superintendent, Confed- 
eration Life Association, Toronto, Canada. 











every 20 women were insured, only 
one of the 15 had any savings bank life 
insurance. Among the people questioned 
as to the reason that they did not have 
life insurance, or more life insurance, 
the general answer. was that they could 
not afford it. It is in this area, Mr. 
Nickels suggested, there lies the great 
market for savings bank life insurance 
because of its low cost. As in many other 
products, this market seems to be wait- 
ing to be sold. The demands are still 
large and unsatisfied so that the public 
is piling money up in savings banks. 
They are doing this to resist, to defer 
and to wait to see what economic con- 
ditions will be. So they are the 
market to hit, he said. 





Travelers Officials 





P. T. Carter 


W. N. Seery 


Perry T. Carter, vice-president in charge 
of life, accident, and group agency depart- 
ment, and William N. Seery, superinten- 
dent of agencies, whose promotions were 
announced by Travelers last week. 





headquarters and in hospitals in the 
area. In this connection, he made him- 
self a familiar figure at service headquar- 
ers and came to be known and well 
regarded by the higher officers as well 
as by the enlisted men. 

He knows the military jargon and 
knows problems of service personnel 
on all levels. 

He concentrated at first on making 
sales among the highest brass. Having 
established himself successfully on this 
level, he could subsequently filter down 
among prospects using men on the 
higher levels as recommendations. He 
wrote more than a million dollars’ worth 
of life insurance last year, virtually all 
in one military headquarters building, 
in addition to a substantial volume of 
general insurance on military personnel. 

The unique circumstance of the 
peacetime military man, whatever his 
rank, is that he is subject to an extra 
hazard to his life by the nature of his 
work, yet, if he survives to retirement, 
the military retirement provides him 
an income which is generally quite ade- 
quate. So such men have a heavy need 
for pure protection, especially while 
their children are young, yet have little 
need for insurance against retirement. 
This is a fortunate situation, because 
the social amenities require that the 





State Mutual 
Life has appointed 
William H. Col- 
lings group depart- 
ment home office 
representative for 
southeast- 
ern United States 
with headquarters 
at Atlanta. 

Mr. Collings has 
been in group 
work since 1936 
and joined State 
Mutual in 1948 at 
the Boston office. 
He is a veteran. 
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average officer live up to and sometimes 
beyond his income, so that where he 
can afford term insurance, he could 





not afford much else. . 
This is another illustration of the 
fact that a man who concentrates on 


talking the language of his prospects © 


can break into even the tightest pro- 
fessional circle. 


S. H. Hadley Honored by 
Protected Home Circle 


At the biennial meeting of the su- 
preme circle of Protected Home Circle 
at Detroit, the theme of the convention 
was the celebration of the 25th anni- 
versary of H. Hadley as supreme 
president. It culminated with his re- 
election for another four-year term and 
the reelection of the other officers. They 
Frank B. Mallett; 


former mayor, Edward J. Jeffries, Jr., 
who gave the welcome on behalf of the | 
Detroit members of the order; and R. 
G. Ransford, president of Gleaner | 
Life Insurance Society, Detroit. 





Group men of Zurich and Zurich Life i 
will spend the week beginning July 23 | 
at a convention at Banff, Alta. 








The camera of Harry H. Fuller, vice- 
president and secretary of Zurich Life, 
caught these three commissioners at their 
annual meeting in Seattle. They are Life 
Commissioner Butler of Texas; Superin- 
tendent Gwaltney of Alabama and Commis- 
sioner Bowles of Virginia. 
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FRATERNALS 


Urges Fraternals Write 
More Retirement Income 


Fraternals should place more em- 
phasis on retirement income and term 
insurance plans, Samuel Eckler, Tor- 
onto consulting actuary, said at the an- 
nual meeting of the Canadian Fraternal 
Assn. at St. Andrews-by-the-Sea. Only 
five societies, in a survey of 19 fraternals 
doing business in Canada, write retire- 
ment income and only four issue some 
form of term, he said. There were cer- 
tain cases where term would be justified 
despite the bitter experience fraternals 
have had with assessment insurance, 
and their anxiety to stress permanent 
plans. Some revisions may be necessary 
in the phraseology of section 95 of the 
Canadian and British insurance com- 
pany act and some of the provincial 
acts to permit this, he stated. 

Only two societies issue fantily in- 
come and disability income benefits, he 
said, and about half issue waiver of 
premium and about three-quarters of the 
societies issue double indemnity and in- 
clude settlement options in their poli- 
cies. “I think the fraternal societies are 
missing a benefit with very popular ap- 
peal by not taking advantage of the 
family income rider,” he said. He urged 
fraternal societies to reappraise their 
attitude against writing sickness insur- 
ance and commented on the progress of 
casualty companies and numerous hos- 
pital and medical care plans. 





Issue New Fraternal 
Compend Digest 


Providing up-to-date facts and fig- 
ures on practically all of the fraternal 
societies operating in the United States 
and Canada, the new 1949 Fraternal 
Compend Digest is just off the National 
Underwriter press. In this annual ref- 
erence book on fraternal insurance, the 
exhibit of each society is designed to 
show its financial and actuarial condi- 
tion, the cost of insurance to members 
admitted at the present time, and the 
essential features of the contracts now 
being issued. A brief history of each so- 
ciety, showing readjustments, mergers, 
reinsurances etc., if any, is included. 
There is also a geographical index 
showing the societies licensed in each 
state with their membership therein. 
Special sections show the insurance in 
force of each society on various reserve 
bases, a table ranking the societies by 
insurance in force, and a number of 
other useful tables and summaries. The 
Fraternal Compend Digest sells singly 
at $2.50 a copy and may be obtained 
from THE NATIONAL UNDERWRITER at 
420 East Fourth, Cincinnati or any Na- 
tional Underwriter office. 


Fraternal Monitor Charts 


The Fraternal Monitor has published 
its 1949 editions of the Consolidated 
Chart of Insurance Organizations and 
Statistical Fraternal Societies. The 
Consolidated chart combines the reports 
of 384 fraternal societies, life companies 
and life associations, and the statistics 
book is a volume of 240 pages giving 
detailed information on practically every 
fraternal society. The booklets cost 
$1.75 and $2.00 per copy respectively 
and may be ordered from the Fraternal 
Monitor, 537 Powers building, Roches- 
ter. 


Robert H. Talbot, di director of Modern 
W oodmen of America, was seriously in- 
jured in a head-on automobile-truck 
collision on a state highway near Walk- 
er, Minn. With him and also injured 
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were his wife and his sister-in-law, Mrs. 
Frank C. Boehmer. Mr. Talbot suffered 
broken ribs and leg injuries, his wife a 
cut face and Mrs. Boehmer leg injuries. 
The Talbots were taken to the Mayo 
clinic for treatment. 


COMPANY MEN 


Sinclair with Mutual Life 
Public Relations Division 


Richard G. Sinclair has joined Mutual 
Life of New York 
to do radio work 
in the public rela- 
tions division. Mr. 
Sinclair had been a 
copywriter with 
Tyson & Co., and 
prior to that was 
assistant publicity 
director of Foote, 
Cone & Belding. 
He attended Syra- 
cure Univ ersity and 
is an air’ force vet- 
eran. 


Breed, Jackson Advanced 


J. S. Breed, agency secretary of West- 
ern Reserve Life, Austin, Tex., has been 
promoted to agency supervisor. He 
Joined the company as an accountant 
in 1934. For a short time after his 
discharge from maritme service in 1945, 
he was an examiner with the Texas in- 
surance department. He rejoined West- 
ern Reserve in 1946. 

He is succeeded as agency secretary 
by Robert R. Jackson, who has been 
director of the policyholders service 
department. He joined the agency de- 
partment in 1946 after army air corps 
service and was placed in charge of 
the policy service department in 1947. 














R. G. Sinclair 








Phoenix Names Asst. Editor 


Robert M. MacGregor, Phoenix Mu- 
tual advertising division, has been ap- 
pointed assistant editor of the “Field,” 
a company paper. A graduate of Dart- 
mouth, he entered the business with 
Chubb & Son, New York underwriting 
firm, and joined Phoenix Mutual in 
1939 in the New York Lincoln agency 
as assistant to the manager. Following 
war service, he joined the advertising 
division at the home office and for the 
past two years has handled the major 
part of the detail of the magazine. 





Aetna Promotes Wagner 


John D. Wagner has been named an 
agency assistant for Aetna Life. An 
agent at Oklahoma City for two years, 
he is a graduate of several of the com- 
pany’s schools. He will serve as an in- 
structor in the home office school, assist- 
ing in the presentation of estate ‘control 
and business insurance plans. He is a 
veteran of army service in the second 
war. 


Reserve Names Gilbert V.-P. 


Samuel J. Gilbert has been appointed 
vice-president and director of life agen- 
cies of Reserve Life. He has been op- 
erating his own agency and has had 
experience as a home office executive, 
regional supervisor, and personal pro- 
ducer. 








Larmon with National Life 


Jay S. Larmon has joined the pub- 
licity department of National Life of 
Vermont. The son of Sigurd S. Lar- 
mon, president of the Young & Rubicam 
advertising agency in New York City, 
graduated from Dartmouth last month. 
He is a veteran. 





Commonwealth Life has_ elected 
Charles K. McClure a director to fill 
a vacancy caused ‘by the death of J. V. 
Connor, Mr. McClure is secretary of 
Stitzel Weller Distillery. 


POLICIES 


Sun Life Announces 
New Policy Limits 


New limits for insurance and annui- 
ties have been announced by Sun Life 
of Canada, For regular annual pre- 
mium participating plans, the over-all 
maximum amount for issue ages 25 to 50 
inclusive has been raised to $250,000 for 
male lives. For female lives the maxi- 
mum has been increased to $150,000 at 
issue ages 25 to 57 inclusive. 

Limits on the income endowment in- 
surance plan have been extended to 
$150,000. The retirement annuity limit 
is now a policy providing $100,000 of 
guaranteed cash value at age 65. The 
maximum amount Mir convertible term is 
$75,000 on male lives and $50,000 on 
self-supporting female lives. The acci- 
dental death benefit will be accepted up 
to $50,000. 

The maximum single premium limits 
for annuities other than temporary an- 
nuities or annuities certain have been 
raised to $75,000. The limit for life poli- 
cies remains at $50,000; for temporary 
annuities, annuities certain, or endow- 
ment insurance plans the limits also re- 
main at $50,000 for terms of twenty 
years or more, $25,000 for terms of 15 
to 19 years; and $10,000 for terms of 
10 to 14 years. All of these limits now 
apply to any one life within a period of 
one year and in addition in the case of 
annuities are subject to a total limit of 
$12,000 income per annum. 

The maximum sum which will be ac- 
cepted as premium paid in advance in 
any calendar year for policies on any 
one life is $10,000. This limit also now 
applies to one life instead of one source 
of the funds. 








Conn. General Broadens 
A. & H. Policy Coverages 


Connecticut General has announced 
liberalizations in its accident and health 
contracts effective July 1, and also a 
two months A. & H. campaign. 

In the accident contracts the insur- 
ing clause now reads, “accidental bodily 
injuries” rather than “by accidental 
means.” The company has followed the 
liberal interpretation in practice, but that 
wording now appears in the contract. 
The length of time during which week- 
ly indemnity will be paid for the claim- 
ant’s inability to engaged in his regular 
occupation has been doubled. Various 
clauses related to optional or elective 


limits for the uae of elections have 
been removed. Aviation coverage has 
been made a part of the basic policy 
and somewhat broadened. Other lib- 
eralizations are now written into the 
contracts. 

The lberalizations are automatically 
extended to apply to contracts already 
in force. 





Reserve Issues Rate Book 


Reserve Life has published a new rate 
book and now offers a complete line of 
life rye annuity policies. Policies are 
on C.S plans, using 2% and 3% re- 
serves. gm special plans have 
been included in the line. 


a 





N. Y. Life to Construct 
Chicago Apartment Bldg. 


New York Life and the Chicago Land 
Clearance Commission have signed an 
agreement looking to the redevelopment 
of a blighted area in the heart of the 
city’s South Side. 

Under the agreement the commission 
will acquire a site for housing, which 
fronts on Lake Michigan from East 
21st to 33rd streets, and an additional 
area for shoppping facilities, clear the 
land of all existing structures and sell 
the property to the company at a realis- 
tic value for vacant areas. There will 
be no tax exemption for the land and 
improvements. 

New York Life will then construct 
modern apartments for occupancy by 
1,400 families at medium rentals. The 
area is now largely occupied by Negroes 
and first occupancy preference in thr 
new development is to be given to pres- 
a residents, then to other Negro fam- 
ilies. 





To Form Wis. Life Company 


MADISON, WIS.—Authorization to 
establish a life company was given the 
directors by delegates of Wisconsin 
Farm Bureau meeting here. Although 
designed primarily to provide life in- 
surance for Farm Bureau members, the 
new company also plans to offer ‘poli- 
cies to the public. The bureau already 
operates fire and casualty companies. 





The 40th anniversary of Business 
Men’s Assurance was recognized by the 
“Kansas City Star” in a feature article 
concerning the company’s history. 


Assurance has been li- 
life, accident and sick- 





Continental 
censed to write 


benefits have been liberalized, and time ness insurance in Alberta. 





Ten Million a Month... 


. that’s the record made by our field men 
for March, April and May in a National Offi- 
cers’ Appreciation campaign. The final score: 
23,137 applications written for $30,288,947 of 
life insurance protection. 
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Omaha, Nebraska 
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Sales Ideas and Suggestions 


Mutual Benefit Life Men On 
Getting More From Day's Work 


At regional meetings of Mutual Bene- 
a Life speeches by fieldmen followed 

the theme “It’s All in a Day’s Work,” 
covering the day of the agent from 
“Some Ideas for Your Morning’s Work” 
and “Making Lunches Pay Off” to 
“Preparing for Tomorrow” and, finally, 
an analysis of the whole day in “A 
Day’s Work as Your General Agent 
Sees It.” 

Each meeting followed the same pat- 
tern. The first talk was “Some Ideas for 
Your Morning’s Work.” William E. 
Wright, Toledo, stated that the ones 
who must worry.are the inefficient; the 
man who plans his day from morning 
to night should have no fear. William 
J. Ames, Norfolk, said his method of 
operation consists of pre-approach let- 
ters, telephone for appointment, pro- 
gramming, follow-ups and_ periodical 
mailings. 

William McKee, Miami, said, “Morn- 
ings are no different from the rest of 
the day. Then, as any other time, we 
must stress the cornerstones of our 
business: prospecting, meeting people, 
selling interviews and closing sales.” 

Other men pointed out that the morn- 


ing offers the only opportunity to see 
certain classes of prospects. 
Making Lunches Pay Off 

On “Making Lunches Pay Off,” 
George E. Pierce, Providence, found 


that joining a good luncheon club has 
paid large dividends in spite of cost. 
His club is located in his office building 


and the reputation of the club adds 
prestige to his luncheon invitations. 
D. W. Rainbolt, Charleston, W. Va., 


stated some rules for when the agent 
should pay. “When in doubt, go dutch. 
The agent will not lose stature by not 
paying, for then he is not attempting 
to buy the prospect’s time. The purpose 
of the engagement should be made per- 
fectly clear—lunch and _ insurance.” 
Speaking on prestige W. M. Whitten- 


burg, Atlanta, said that in order to 
build prestige “we must know and 
work with those who already have pres- 


trust 


H., 


bankers, 


Nashua, N. 


tige—doctors, porte 
officers and C.P.A 
Arthur R. Clinton, 


speaking on “Why Didn’t He Buy?” 
said, “We must fix the problem, show 
the solution in life insurance and then, 
most important, add motivation.” He 
said that it is in motivating prospects 
that the agent often falls down, He 
fails to size up the prospect properly. 
William R. McLean, New York City, 
shifted to “why does he buy from me?” 
One reason was because he tries to give 
the prospect something to think about; 
“placing myself on his side rather than 
being a salesman trying to promote my 
product.” 

Jack J. Gold, Miami, said inadequate 
preparation is a large factor in causing 
a sale to disintegrate. He related a case 
history where the prospect refused on 
the first attempted close, “This case 
had a happy ending. I went back with 
a batch of fresh ammunition and another 
viewpoint, stressing this time the points 
which bore directly on the prospect’s 
situation. I made the sale.” Clifton R. 
Coleman, Kansas City, said that a good 
way to find why he doesn’t buy is to 


ask! Then, with the reasons at hand, 
a sale may be made by answering the 
objections, 


Prospecting Methods 


Edward C. Nufer, Albany, pointed up 
three aspects of prospecting. “Prospect- 
ing is responsible for 90% of the suc- 
cess in our business. It must be a 
planned procedure and it must be con- 
tinuous.” He told how he became known 
in a new territory by becoming a joiner 
and going all out to make friends. 

B. F. Doyle, Akron, employs what 
he calls the “nest method.” He finds a 
group of good prospects under one roof, 
sells influential individuals within the 
group, and, with their strong recom- 
mendation, contacts the others. His 
prestige builds as he goes. Walter 
McGuire, San Jose, Cal., solves the pros- 
pecting problem in a new territory by 
attacking first with friendliness and sec- 
ond with the best service possible. 

Under the title “Preparing for To- 
morrow” speakers emphasized the need 
for education and keeping abreast of 
insurance happenings through insurance 
journals. J. Erwin Lewallen, Miami, 


spoke on the values of self-training and 
sales improvement, and the prestige 
value of the C.L.U. program. W. W. 
3eers Jr., New York City, talked of 
self-improvement programs, but said, 
“Training itself is not the goal. The 
goal is the application of the training.” 
A certain program may cost less in time 
_ money if taken early in one’s sales 
ife 

Joseph B. Townshend, Baltimore, said 
that the agent must keep at least abreast 
and preferably ahead on economic think- 
ing and conditions. He said, “If some 
feel that we are in a recession, why not 
capitalize on it? When investment dol- 
lars are off, there are more dollars avail- 
able for life insurance—we must provide 
the motivation.” Donald H. Waterhouse, 
Boston, and Donald B. Murphy, Peoria, 
stressed the necessity for thinking ahead. 
Mr. Waterhouse told how he surveyed 
last year’s business and found his strong 
points. From this he planned his year. 
Mr. Murphy stressed the importance of 
using strategic times to call on prospects 
and clients, such as bonuses, dividends, 
inheritances and promotions. 


Analyzing the Job 


The topic, “Job Analysis,” was divided 
into long range planning and time con- 
trol. On time control, W. H. Cobb, 
Atlanta, emphasized the need for a 
workable schedule and for including on 
it time for study, prospecting, planning 
for the next day, record keeping and 
closing. Louis Fish, Peoria, said “Our 
efforts on time control should be toward 
eliminating wasted effort. Figuring time 
spent actually producing in the field a 
$250,000 producer makes about $8 per 
hour. One hour wasted each day costs 
him $2,000 per year.” 

On long range planning, Earl C. Rob- 
bins, Lexington, showed how the agent 
differs little from the manufacturer. His 
prospects are his raw material; he must 
select them carefully and condition 
them to where both he and the prospect 
will benefit. Frank L. Crowell, Hartford, 
put the setting of an objective as the 
most important phase of long range 
planning. “Plan your tomorrow today. 
Know what you have to do this week 
in order to realize your objective for 
the year.” Comparing success in the life 
insurance business to that of a pro 
golfer, Meade J. McMillen, Harrisburg, 
said that it is a matter of practice, 
eliminating bad habits and substituting 
good habits. 
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William C. Moore, Hartford, and 
Robert L. Rhodes, Jacksonville, em- 
phasized the need for record keeping in 
long range planning. Speaking at differ- 
ent meetings, they showed how using 
company record-keeping devices could 
throw light on present and future pro- 
duction problems. Louis R. Miller, New 
York City, said that he wanted to build 
a “life underwriting practice’ and one 
of the phases involved was community 
activity. “The public associates success 
with men who devote time to civic 
activities.” He cautioned that this activ- 
ity would not bring direct business but 
would enhance prestige and establish 
good relationships with influential peo- 
ple. Robert H. Gardner, Kansas City, 
spoke of the professional standing the 
agent is seeking and deserves. “The 
agent of the future must work conscien- 
tiously without thought of personal 
reimbursement and have faith that if 
he does his job thoroughly, he will be 
taken care of, and he will.” 


The General Agent’s Viewpoint 


Speaking on “A Day’s Work As Your 
General Agent Sees It,” General Agent 
Lester Einstein, New York City, told 
of the importance of the rehearsal of 
cases. He stated that due to the many 
methods of operation, a day’s work for 
one man could not serve as a guide for 
another, Part of the day’s work should 
include preparing a report for the gen- 
eral agent on the week’s activities so 
that the general agent may help the 
agent in his plans for the present and 


future. 
General Agent Charles E. Brewer, 
Charlotte, told of the need for “ 


channeled activity. The man who will 
go furthest is the one who has a system 
for time control, prospecting, presenta- 
tion and study. ” He stressed the need 
for a “balanced diet of activity” not over- 
stressing prospecting, study or any 
phase of the agent’s work. General 
Agent Robert E. Olmsted, Providence, 
said the day’s work begins the night 
before. He stressed the need for an 
efficient filing system in planning for 
the next day. 

The last speech was “My Biggest 
Opportunity in the Next Six Months.” 
William H. Gaither, Charlotte, claims 
his biggest opportunity is to cash in on 
the shift in the 1948 revenue law that 
reduces the need for cash in the hands 
of the executors of many clients. For 
George W. Lubke, Jacksonville, it is 
realizing the benefits of his three-year 
prestige-building program that included 
moving his office to a professional build- 
ing and inducing a C.P.A. to move in 
across the hall for consultation. 

M. Lester Jewett, Providence, stated 
that at one time he was talking to gar- 
age helpers, but now he is talking with 
influential people. 

Ira Carrithers, Cedar Rapids, said his 
biggest opportunity is the understanding 
of why he did not reach his last year’s 
goal and the confidence of having solved 
the problem. 

Lucas F. Ziluca, New York City, 
broke down his waste-time periods and 
found how much they cost him. He says 
his biggest opportunity is to follow the 
plan the has set for eliminating his waste- 
time thus adding to his production time. 





Bankers of Iowa Holds School 


Twenty salesmen from 16 agencies of 
Bankers Life of Iowa attended an ad- 
vanced sales training school in Des 
Moines from June 27 through July 1. 
The school, last in the company’s series 
of four for its agents, was under the 
direction of the sales taining division. 
Harold Van Every of Minneapolis, led 
all the school group in writing new busi- 
ness during the qualifying period with 
$812,571. 
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California Adds 
$8-a-Day Benefits 


(CONTINUED FROM PAGE 3) 


of American Federation of Labor and 
Governor Warren over the opposition 
of employer and insurance company 
representatives. The latter charged that 
the measure is poorly drafted and will 
necessitate litigation to determine the 
limits of the benefits. The bill closely 
parallels one which Governor Warren 
asked the legislature to adopt, but 
which had been refused passage by the 
senate social welfare committee after 
two extended hearings. The maneuver- 
ing of putting the hospital benefit into 
a bill which up until it passed was a 
noncontroversial, innocuous Dill, sur- 
prised insurers. Until the amendment 
was put into the bill it appeared that 
no liberalizations would be made to the 
U.C.D. act at the 1949 session of the 
legislature, since measures proposing 
numerous liberalizations had been re- 
fused passage by the committees of one 
house or the other. 

No other substantial changes in the 
U.C.D. act were made by the Cali- 
fornia legislature which has adjourned. 
The much discussed automatic signup 
bill which provided that if 85% of em- 
ployes petition for a voluntary plan it 
would carry all of the employes into it 
was defeated by the activities of or- 
ganized labor on the assembly floor. 

The legislature authorized Blue Cross 
to write medical insurance provisions 
in their contracts giving coverage out- 
side of hospitals as well as within hos- 
The bill which would have 
placed a premium tax on the state dis- 


_ ability insurance fund failed. 


Estimated Costs of Benefit 
Actuaries are busy making estimates 


| of cost of the benefit and operating 


etiam Aicit 


2 Fee 


officials are attempting to determine 
how revamping of cases can be accom- 
plished within the 1% of $3,000 salary 
limitation contribution provided for in 
the act. Representatives of some com- 
panies which have written $35 and 
higher weekly indemnity cases believe 
that these weekly benefits must be 


' trimmed down or the cases cancelled. 


Estimates of the costs of the new sec- 
tion range from an apparently very 
low $15 million, made by sponsors of 
the bill, relating.to both state fund and 
private plans, to a higher and more con- 
servative estimate ranging between $25 


WANT ADS 














TWO SUPERVISORS WANTED 


An old-line eastern mutual life 
company has two openings for sal- 
aried supervisors, one to locate in 
Kansas City and the other in either 
Minneapolis or St. Paul. 


Aggressive young agents are 
wanted who have the ability to work 
in the field with already established 
agents to train the agent as well as 
to close sales. The work will involve 
no recruiting of agents. 


These positions offer exceptional 
future opportunities and all replies 
will be kept strictly confidential. 


Write giving complete background 
of training and experience to Box 
U-94, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 








WANTED: 
LIFE SUPERVISOR 


A large General Agency needs a Life 
Supervisor. The plicant must be a 
good personal producer and have had 
some ex in t g men. 
Wonderful chance for advancement. 
Salary ~~ overwriting. Our em- 
ployees know of this ad. All replies 
treated confidentially. Please give 
age, education and experience. Ad- 
dress U-93, The National Underwriter, 

















175 W. Jackson Blvd., Chicago 4, Ill. 





XUM 


million and $30 million made by insur- 
ance actuaries. It is estimated that the 
entire contributions or premiums for the 
state fund and private plans for the year 
will be $64 million. 

Politically the passage of the act is 
hailed by Governor Warren’s forces as 
the most important victory for the gov- 
ernor during the session. It undoubted- 
ly will be often referred to in the 1950 
gubernatorial campaign. 





Liberalizing Group 
Conversion Debated 


(CONTINUED FROM PAGE 1) 


mand for it does develop it will be 
granted somewhere along the line and 
experience will become available. 

Mr. Guertin concluded that much 
progress has been made in regulating 
group insurance, and that now is a time 
to stop and get a second wind. 

There was some discussion of the 
war clause problem, with Superintendent 
Dineen remarking “you are trying to 
get off the hook on atomic warfare” 
after Bruce Shepherd reported briefly 
on the industry attitude. To this Mr. 
Shepherd declared that this problem 
goes beyond the field of life insurance. 

There was discussion of the desirabil- 
ity of developing group annuity defini- 
tions. B. M. Anderson of Connecticut 
General Life said this hasn’t received 
much consideration and he said he does 
not know of any abuses that would be 
corrected. Mr. Shepherd said there is 
not the same need to distinguish be- 
tween group and individual annuities as 
there is to distinguish between group 
and individual insurance but that a 
study will be made of it. 

To the life committee had been re- 
ferred the question of the advisability of 
N.A.I.C. adopting a resolution denounc- 
ing the proposed Congressional investi- 
gation of life insurance and state regula- 
tion. The consensus seemed to be that 
resolutions are a dime a dozen in Wash- 
ington, that there is a fairly good chance 
the investigation will not be initiated 
and that the action that the states have 
taken to regulate private placements of 
securities is a more effective answer to 
Congress than would be protestations. 

The committee had been asked by 
zone 2 to appoint a committee to look 
into the possibility of regulating pension 
plans that are not provided by the in- 
surance company route. This one the 
committee ducked. 





Earls Heads Cincinnati 
General Agents, Managers 


William T. Earls, Connecticut Mu- 
tual Life, has been elected president of 
the Associated Life 
General Agents & 
Managers of Cin- 
cinnati. He suc- 
ceeds Thomas W. 
Strange, Ohio Na- 
tional Life. 

William A. Spik- 
er, New York Life, 
is vice - president, 
and Richard W. 
Angert, Penn Mu- 
tual Life, secretary- 
treasurer. 

The directors in- 
clude Mr. Strange, 
W. R._ Dignan, 
Provident Life & Accident; Richard C. 
Hageman, Equitable Society; William 
J. Mack, Northwestern Mutual; Thomas 
S. Muir, Guardian Life, and Frank Wig- 
lesworth, Travelers. 





Ww. T. Earls 





Provident Life & Accident held its 
32nd picnic with 1100 participating, the 
largest crowd in the company’s history. 
An all day sports program featured the 
event. 





American Pension Planning Co. has 
moved its offices to larger quarters at 
67 West 44th street, New York City. 








OPPORTUNITY! 


Multiple line casualty company now engaged in com- 
mercial Accident-Health insurance, contemplates en- 
tering Group Accident-Health Field including cover- 
age under New York's TDB Law. We desire services 
of experienced manager for this department. Excel- 
lent opportunity: Salary commensurate with ability. 
Replies confidential. Address Box No. X19, The Na- 
tional Underwriter, 99 John St., New York 7, N. Y. 














Branch Offices in 
the United States 


ATLANTA 

BALTIMORE INDIANAPOLIS 
BOSTON JACKSONVILLE 
CANTON KANSAS CITY 
CHICAGO LANSING 
CINCINNATI LOS ANGELES 
CLEVELAND LOUISVILLE 
COLUMBUS MEMPHIS 
DAVENPORT MINNEAPOLIS 
DENVER NASHVILLE 
DETROIT NEW HAVEN 
GRAND RAPIDS NEW ORLEANS 
GREENSBORO NEWARK 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Established 1865 


HONOLULU, T.H. 





PEORIA 
PHILADELPHIA 
PITTSBURGH 
PORTLAND, ME. 
PORTLAND, ORE. 
PROVIDENCE 
RICHMOND 

SAN FRANCISCO 
SEATTLE 
SPOKANE 

ST. LOUIS 
WASHINGTON, D.C. 
WILMINGTON 








GLOBE LIFE INSURANCE COMPANY 
oF ILLINOIS 


Offers Illinois Agents 


Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 


=e 


COMPLETE LIFE INSURANCE 
COVERAGES—AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 2 


-—. —-—- 


kor Particulars Write Home Ufice 
159 North Dearborn St., Chicago, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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||| actuaries 


CALIFORNIA A 


COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 











N.A.I.C. Has Record of Accomplishment 


(CONTINUED FROM PAGE 1) 








ILLINOIS 


THOMAS and TIFFANY 
CONSULTING ACTUARIES 

















211 West W: 
CHICAGO 6 
Telephone F 2633 
B. Ri Thomas, A.A.S., A.A.1.A. 
Carl A. Tiffany 








Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


10 S. La Salle St., Chicago 3, Illinois 





Telephone Franklin 4620 
M Pe F.A. ie .™ H, wae 
Moscovi: 
.Derkhuft. BA Rebert Murray 





INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaha 














MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 











NEW YORK 


Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 
Consulting Actuaries 
© West 4th Street 








New York 











——— 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, CorcoranandLinder 
110 John Street, New York, N. Y. 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 
THE BOURSE PHILADELPHIA 


VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND ° ATLANTA 





























But the consensus finally got to be that 
it would be more effective for the com- 
missioners to stand on their record of 
having opportunely apprehended the 
problem of regulation implicit in the 
mighty trend to private placement of 
securities with life companies and of 
having at Seattle put the finishing 
touches on a program of regulation in 
this field involving a budget of some 
$250,000. The leaders emphasized that 
it is only at this point that the proposed 
investigation touches a sensitive area 
and here the states ‘have not only acted 
but discerned the problem long before 
it was scented at Washington. Also, it 
was felt the investigation may never 
come off and a resolution might have 
the effect of agitating a dead issue. 


Office Now to Be “Central” 


The decision to move the headquar- 
ters to Chicago was well received. Most 
observers felt that the headquarters 
could ‘hardly be called a central office 
so long as it was located at Raleigh and 
Chicago was regarded as the logical 
spot from the geographical standpoint, 
although there were some supporters of 
the idea of combining that operation 
with the expanded setup of the valua- 
tions committee at New York. The 
move will take place by Jan. 1, 1950 or 
earlier depending on when the assistant 
secretary, John T. Richardson, can make 
the necessary arrangements. 


In connection with this move, the 
office of N.A.I.C. secretary was de- 
flated and now becomes largely an 


honorary one. The secretary hereafter 
will receive no salary, and the assistant 
secretary will get another $1,000 bring- 
ing ‘his total to $7,500. The south, how- 
ever, retains the secretaryship, which 
it has held over the years in the person 
of Col. Joseph Button of Virginia, Jess 
Read of Oklahoma, and W. P. Hodges 
of North Carolina and which it relin- 
quished for only a brief spell at one time 
to Nellis Parkinson of Illinois. 

The contest for executive committee 
chairman was resolved in the selection 
of Frank Sullivan of Kansas. 


Kline Report Applauded 


There was widespread approbation of 
the report that was assembled in booklet 
form by George H. Kline of the New 
York department delineating the prob- 
lem presented by the mail order insurers, 
tracing the history of state and N.A.I.C. 
action and deliberation on the question, 
and reviewing exhaustively various other 
aspects of the situation. This didn’t call 
for action. It was presented as a study 
and . is a most impressive record. At 
the A. & H. committee meeting where 
it was offered, Fraizer, general 
counsel of H. & A. Underwriters Con- 
ference, voiced the highest praise of this 
booklet. 

Close attention was given to the re- 
port of Larson of Florida as chairman 
of the liaison committee with federal 
trade commission. In connection with 
the FTC hearing on mail order issuance 
rules, Mr. Larson said, the question was 
raised as to whether the proposed rules 
would be applicable to all engaged in the 
sale or offering for sale of any kind of 
insurance outside the state of domicile of 
the insurer through mail or other inter- 
state communication or facility. The 
liaison committee conferred May 25 with 
FTC and the latter declined to alter its 
reference to “any kind of insurance.” 
FTC, Mr. Larson said, will have to de- 
termine whether it can regulate all types 
of insurance not regulated by state law. 
FTC has not indicated whether it be- 
lieves FTC may assert the power to 
judge the quality of regulation under 
state law. 

N.A.I.C., Mr. Larson said, has not 
conceded that FTC has regulatory au- 
thority over insurance where the indus- 
try has been regulated under public 
law 15, nor that FTC has the power to 
judge the quality of state regulation. 
N.A.I.C. has continued to maintain that 
the states have exclusive regulatory 
power when the business is regulated 


by state law. The report ended with the 
statement that the problem can and will 
be solved. 

The association voted to set up a com- 
mittee of one member from each zone, 
six in all, with the president as ex-officio 
member, to serve hereafter as the link 
with FTC problems. 

At the banquet John Sullivan of Frank 
Burns, Inc., and nephew of Commis- 
sioner Sullivan of Washington, intro- 
duced the toastmaster, S. F. Chadwick, 
Seattle lawyer and former commander 
of American Legion. There was a 
gavel presentation from Larson of 
Florida to Forbes. 

Eric Johnston, the movie czar, the 
speaker, held the audience in rapt 
attention as he expounded his theory of 
how ‘business and free enterprise should 
seek to satisfy the legitimate aspirations 
of the people so as to deflect the trend 
towards the welfare state. 


Interstate Compact Weighed 


Insurance Director Stone of Nebraska 
at a meeting of the executive committee 
presented his idea of extending the 
interstate compact principle to the realm 
of insurance regulation. He has already 
done much spade work in this direction 
and has developed an extensive file on 
the subject. His ideas have been pub- 
licized previously in THe NatIONAL 
UnperwriTer. He alluded to the fact 
that the interstate compact principle had 
been developed in perfecting a southern 
plan of regional education. On that 
point with which Larson of Florida was 
familiar the latter said that this was a 
big undertaking and took many years 
to shape up. The decision was to name 
a committee to scan the possibilities of 
the interstate compact. 

Mr. Stone alluded to certain inci- 
dents especially in the realm of fire in- 
surance that he contended can’t be 
coped with by the state but that could 
be handled via the interstate compact. 

Mr. Stone quoted from a statement 
made by Ambrose Kelly, associate gen- 
eral counsel of the factory mutuals, at 
the recent FTC hearing on mail order 
insurance to the effect that the factory 
mutuals become licensed in those states 
that impose the premium tax only on 
the amount of premium deposit ab- 
sorbed, rather than on the entire de- 
posit, and in those states that do not 
impose burdensome conditions. Mr. 
Stone declared that this policy is an af- 
front to state supervision and he voiced 
the belief that such situations could be 
corrected by application of the interstate 
compact setup. 


Study Army Soliciting 


The state system, Mr. Dineen said, is 
vulnerable when it comes to dealing with 
national rate structures. He said that 
every element of the insurance business 
1s Organized on a national scale; it has 
a place where its activities are tied to- 
gether and where its problems can be 
pin pointed. But N.A.I.C. is inade- 
quately geared to dealing with national 
problems facing state supervision. He 
voiced the belief that the central office 
could be made much more effective and 
might be the focal point for conducting 
hearings on national rate structures. 
Study should be made to see how more 
can be got for the money for the central 


office. He said that the director of the 
budget had asked him whether New 
York state was getting its money’s 


worth from its $5,000 contribution to the 


central office and he said he had to 
admit that he had misgivings on that 
score. : 

At the meeting of the unauthorized 
insurance committee, Mr. Stone re- 
viewed the work that he had done in 
clearing up the question of unauthorized 
solicitation of life insurance on army 
reservations. The upshot was that ear- 
lier this year the army authorities issued 
a regulation that any life insurance 
company that is licensed in its home 
state may solicit business on any army 
reservation where the U. S. has exclu- 
sive jurisdiction, but on those reserva- 
tions where the state has exclusive or 
concurrent jurisdiction, the laws of the 
state shall govern. Mr. Stone said he is 
trying to ascertain which reservations 
fall into which category. 


Enjoy Victoria Cruise 


About 250 conventioneers made the 
trip by boat to Victoria the day after the 
convention and they were bountifully 
entertained at tea there by the Canadian 
life insurance companies. This was 
Dominion Day and the shops 


but a boon to the husbands. 
New York Life Investing 
$20 Million in Pa. Building 


New York Life and Mellon National 





were | 
closed which was a blow to the ladies 
a 


Bank & Trust Co. have arranged jointly | 


for the financing of a new 39-story bank 
and office building to be built for 525 


William Penn Place Corp. at Pittsburgh. | 


The lower eight floors of the new | 


building will be owned and occupied 
by Mellon and the balance of the build- 


ing will be leased for occupancy by | 


subsidiaries of U. S. Steel. New York 


Life’s share of the financing will be © 


about $20 million and will be repre- 


-. 








sented by 34% first mortgage sinking © 


fund bonds. 
This arrangement of separate owner- 


ship of an existing building marks the © 
first time that such a type of owner- © 


has existed in Pittsburgh for a 
building structure. 


building at Cleveland, 


ship 
large 
land Terminal 


Union Station building at Chicago, and © 
several other large properties in other © 
parts of the country have previously 


been owned by separate parties. 





COMPLETE PERSONAL 
INSURANCE COVERAGE 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 
OALLAS, 





TEXAS. 











HOME OFFICE »* 


(Growing with the West 
WEST COAST LIFE 


INSURANCE COMPANY 
SAN FRANCISCO 
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GUARDIAN’S NEW 
PREFERRED RISK 
POLICIES 


provide 


@ level-premium, limited payment life contracts, 
containing all the attractive features of Guard- 
ian’s other policies; 


@ Guardian’s regular choice of liberal settlement 
options, including the preferential life income op- 
tion (e.g.—female beneficiary, age 65—$5.88 per 
month per $1000, ten years certain and life) ; 


@ premiums payable annually, semi-annually, quar- 
terly or monthly; 


@ addition of Guardian’s waiver of premium and 
$10 per month per $1000 disability income benefit, 
as well as accidental death benefit— (N.B.—Ex- 
tra dividends are paid on policies with supple- 
mental disability benefit agreements) ; 


@ addition of Family Income Agreements for 10, 
15 or 20 years, or to age 65. 


AND COMBINE LOW PREMIUM 


WITH LOW NET COST! 


Minimum amount issued— 
either “PR-85” or “PR-70” 


$10,000 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 

















<¥ 


VACATION 
TENNESSEE 


We'd like to extend to the life in- 
surance fraternity a cordial invita- 
tion to enjoy a vacation this summer 
in Tennessee. 


No matter what your interest, it is 
here. Some of the finest fishing in 
the United States . . 
that is unsurpassed. . . 


. scenic beauty 
good high- 
ways to bring you here and Tennes- 
see country ham to make you want 
to stay ... to name only a few of the 


state’s many attractions. 


And if you do come, by all means 
drop in to see us. 


—— —— eft»—____— 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1938 AND THROUGH 1947 


DOLLARS 
60 BILLION | T T 





55 BILLION, | -/} 4} 4 4+ + 4 


50 BILLION 





45 BILLION 


40 BILLION 


35 BILLION 


30 BILLION 





| | | | 
aT a a A i Geers! Oe I [ J 


1938 1939 1940 1941 1942 943 944 1945 1946 947 


During this ten-year period the growth of ordinary life 
insurance in force among the ten consistent Post insur- 
ance advertisers has been two and a half times as great 


as that of the fifteen irregular or non-advertisers 














